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American Cable 
RU-LAY Pxe/ormed Wire Rope 


Bley. 


2p Uniform in Quality—is a universally acknowledged char- 
“Sarees” acteristic of American Cable’s Wire Ropes. 
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Uniform in Service. Being uniform in quality American Cable’s Ropes 
are naturally uniform in service. When American Cable introduced 
TRU-LAY Preformed, in 1924, we gave all industry a rope that far out- 
lasted ordinary non-preformed, our own make included. Here, too, in 
increased service, is seen uniformity, for when one TRU-LAY Pre- 
formed Rope does a job unusually well, the second or twenty-second 
TRU-LAY Rope will do equally well. 


Uniform in Safety. TRU-LAY Preformed is a safer rope. Its crown 
wires lie flat and in place so that there is less danger of their wickering 
out and jabbing workmen’s hands, which often causes blood-poisoning. 
TRU-LAY handles easier and faster, resists kinking and whipping, 
spools on drums better and rotates less in sheave grooves. TRU-LAY 
‘ requires no seizing when cut and will not fly apart when broken. 
Specify American Cable’s TRU-LAY Preformed for your next line. 





BUY ACCO QUALITY—whether in American Cable Division’s Ropes— 
American Chains (Weed Tire Chains and Welded or Weldless Chains)— 
Campbell Abrasive Cutting Machines—Page Wire Fence—Page Welding 
Wire— Reading-Pratt & Cady Valves—Wright Hoists or any other of the 137 
ACCO Quality Products. 


AMERICAN CABLE DIVISION 


WILKES-BARRE, PENNSYLVANIA 


District Offices: Atlanta, Chicago, Detroit, Denver, Los Angeles, 
New York, Philadelphia, Pittsburgh, Houston, San Francisco 


In Business for Your Safety 





For additional 





products see Buyer’s Directory, p 
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OR that portion of industry and trade which has been disappointed at 

the failure of a ‘‘war demand’ to develop in greater volume, there is at 
least the satisfaction of knowing that our present activity is based upon a 
broad and solid foundation. The quick collapse of the September boom was a 
salutary reminder of the unstable structure that tottered and crashed as a 
result of pyramided demand in World War days—an inverted pyramid of 
apparent demand balanced precariously upon its apex, and_ inevitably 
to fall of its own weight. 


Multiple orders placed in the hope of getting one delivery—competitive 
bids mushrooming in geometric ratio to competitive sub-bids and the feverish 
covering of those quotations with raw materials and semi-finished goods far 
in excess of the single real requirement which prompted them all—these 
were some of the factors by which industry bid against itself in the com- 
modity markets, distorted the ratio of demand to supply, over-expanded its 
plant, and sent prices rocketing beyond reason. 


With some two billion dollars of the Anglo-French war budget allo- 
cated for American manufacturers’ products, it would have been easy to 
duplicate that performance in 1939-1940. But the excellent judgment and 
far-sighted purchase policy announced by Director General Purvis in a press 
interview a few days ago removes that danger. He proposes to deal only with 
primary sources, on specific commitments. His buying will perhaps compete 
with our own national defense requirements, but he and his colleagues do 
not propose to compete against themselves. The new pyramid of demand is 
impressive in its bulk, and it stands right side up, solidly based on the 
material fact of actual demand. 


Mr. Purvis remarked that his policy was designed to protect not only 
his own interests, but the American economic structure as well. That was 
no mere rhetorical statement. American manufacturers and industrial buyers 
may be grateful for such a straightforward announcement and the policies of 
coordination and realism behind it. 
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= RYERSON any time... for any amount... or any kind of steel. Ryerson Products Include: 


Your order will get Immediate Action. The steel is in stock, and will be Che eam Serncterale 

= channels, ngles, ees, Z4ees 
delivered promptly — where and when you need it. Ledges em 

* * anaes é ‘ Ooops 


Floor Plate 
Plates (over 15 kinds) 


When steel inventories are low, when you need unusual sizes or analyses, 


° ° e e Sheets (over 25 kinds 
when non-uniform quality steel hinders production, call Ryerson. Over olor ead Teel Stocks 
’ . : — Heat Treated Alloy Bars 
10,000 sizes, shapes, and kinds of steel and allied products — from structurals _ Stainless Steel 
Cold Finished Shafting 
to stainless, from heat treated alloys to nuts and bolts — are included in Strip Steel, Flat Wire 


Mechanical Tubing 














Ryerson Certified Steel products. All are closely controlled as to analysis, ene! >a 

accuracy, finish, ete. and each represents the highest quality in that par- e Gimerete Reinforcing 

ticular class and type of material. " Pitre Sint Sie 
Ten strategically located plants assure prompt, dependable service. 

Draw on the one nearest you. We'll gladly send a Stock List. Wi jyyre 






Joseph T. Ryerson & Son, Inc., Chicago, Milwaukee, St. Louis, Detroit, 


Cincinnati, Cleveland, Buffalo, Boston, Philadelphia, Jersey City. 


RYERSS @ 


or tte ( ( Cts S$éé 'e ’s ire ory, page 7 
For additional products see Buver’s Directory, pa 10 





































MANUFACTURING 
COMPANY BUYS 





By STUART F. HEINRITZ 








The business of RCA Manufacturing Company, Inc., is 
based on its ability to dispose of, at a profit, the products 
manufactured. The products are represented in some form 
of material, to which has been applied various manufactur- 
ing operations which are the result of engineering and 
manufacturing planning. In the various products of RCA 
Manufacturing Company, Inc., material represents between 
fifty and seventy percent of cost. 


Because of the importance of securing this material eco- 
nomically and at the lowest cost, the Management of the 
Company instituted a General Purchasing Department to 
negotiate and control all obligations for expenditures of 
Company money, with the exception of the payroll and 
such items as advertising services, consulting services, in- 
surance, taxes, etc. 


N. A. MEARS Bac A herek watt 


Vice President—Purchasing . 
President 











HE RCA Manufacturing Company, Inc., as an in- 
dustrial entity, is a relatively young organization, 
though its roots go back to the very beginnings of 
“wireless” and beyond. It was set up within the past 
decade to consolidate the manufacturing operations of 
the vast, conglomerate, and loosely knit organization 
that had grown up with the sensationally rapid devel- 
opment of radio communication into the status of a 
major industry. Coincident with the centralization 
of manufacture, came the centralization of purchasing 
as an independent function of the management. Prior 
to that time, each of the affiliated plants had done 
its buying separately, with the respective purchasing 
agents reporting to the several managers of manu- 
facturing, and functioning chiefly in an order placing 
capacity. 
Early in 1934, N. A. Mears came to Camden as 
General Purchasing Agent, and undertook the job of 
coordinating the buying operations and working out 





a modern, efficient purchasing plan. The success 
JOHN R. KENNEDY of his effort may be judged by the fact that within 
Assistant General Purchasing Agent two years he was named Vice President in Charge 


Fespruary 1940 












































of Purchases, heading a department that ranks in 
the company organization alongside of sales, opera- 
tions, finance, and the other principal management 
activities. In his six years with RCA, he has not 
signed a purchase order, but with a minimum turn- 
over of personnel he has built up an outstandingly ef- 
fective organization and has installed a system that 
is notable for its economy of clerical routine and its 
elimination of non-essentials. In his approach to the 
purchasing problem, he has not been bound by tradi- 
tional notions of procedure. There has been constant 
examination and trial of new methods; at the present 
Purchasing Agent time several different plans are in process of practical 

at Harrison test at the various plants to reduce the cost of inci- 
dental purchases and to get away from that common 
bugaboo of purchasing men, the necessity of issuing 
a two-dollar order to make a twenty-five-cent pur- 
chase. The one best answer to that particular problem, 
and to others, has not been finally decided. 

More significant, however, is a new approach and 
a new emphasis on other and more important aspects 
of the purchasing function—close and_ up-to-the- 
minute detailed analysis of markets, the coordination 
of effort and interchange of information within the 
department, relations with other departments and with 


JOHN D. LEESON 
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throughout the organization 
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R. HOWELL J. E. ANDERSON Buyer 7 C. J. BOYLE 
Buyer Buyer Cabinet & Woodworking be fat Sy W. S. BOSWORTH ® Director 
Machinery Radio and Allied Mfg. Department REY Buyer of Salvage & Surplus Disposal 
Record Production Production Materials, Lumber & Veneers % Special Apparatus Division Director 
Materials Raw & Semi-finished Sandpaper, Glue of Clerical Activities 


Building Alterations Packing Materials 






M. A. GARDNER 
E. J. KABAKJIAN 
J. J. SAMUELS 

Assistant Buyers 

Radio Parts 

Electronic Devices 

Manufactured Parts of the 
Company's Own Design 














K. W. RANDALL 
G. W. FRY 
W. R. DAVIS 


Cc. A. ROWAND 
Assistant Buyer 
Paint, Varnish, Lacquer 
All Finishing Materials 
except Plating 
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Assistant Buyer 

Plant Maintenance 
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E. F. BICKEL 5 £ A. G. WHELPLEY 
Assi 1B oe ssistan er 
olson S. F. McCONNELL epee e 
mcg PSE ORE we Raw Materials specific 
rinting 


to this Division 
Larger Manufactured Items 
of the Company's Own 


Raw Materials 
Steel, Copper, Brass, 
Wire, etc 
Standard Materials 
warehoused for 
special apparatus 


Books & Catalogs 
Advertising Materials 
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Printed Forms 
Office Supplies 
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Tools 
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JOHN D. LEESON 
Division Purchasing Agent 
Harrison Plant 
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Buyer. 















management, relation with vendors. In such fields as 
these, the RCA purchasing department is making a 
distinct contribution to purchasing philosophy and 
technique. 


Organization by Plants and 
Manufacturing Divisions 


‘the physical plant of RCA Manufacturing Com- 
pauy consists of four units, at Camden, N. J., Harri- 
son, N. J., Indianapolis, Ind., and Hollywood, Cal. The 
largest of these is at Camden, where the company 
headquarters are also located. Here is centered the 
manufacture of radio receiving and transmitting ap- 
paratus and allied products; the manufacture of 
phonograph records; the manufacture of special ap- 
paratus, highly technical electronic devices made to 
customers’ orders, including aeronautical and naval 
equipment; and the large cabinet and woodworking 
department. The plant at Harrison is devoted to the 
manufacture of tubes and tube manufacturing equip- 
ment. The Indianapolis plant, established in 1936, 
manufactures motion picture recording and reproduc- 
ing equipment, tubes and phonograph records, repre- 
senting in a sense the overflow of capacity for these 
products at Camden and Harrison and providing at 
the same time a desirable strategic location in relation 
to the middle western market. The plant at Holly- 
wood also produces phonograph records, and main- 
tains recording studios, but is principally concerned 
with installation, alterations, servicing and manufac- 
ture of special apparatus for the sound studios of 
that movie and broadcasting center. 

The organization plan of the purchasing depart- 
ment follows both the geographical and departmental 
organization of these manufacturing operations. Pur- 
chasing authority centers in the Vice President at 
Camden, reporting directly to the President and the 
Executive Vice President. Working closely with him 























T. J. SCANLON 
Division Purchasing Agent 
Indianapolis Plant 






H. D. HANAFUS G. R. BRAND 


Assistant Buyer 

Standard Parts 
Company Designed Parts 
Associated Materials 


Production Materials 
Chemicals 
Raw Materials 


A. STOKES 

Assistant Buyer 
Raw Materials 
Tools 

Maintenance Materials 


A. S. FISH 





Maintenance & Shop 
Supplies 






R. V. MACKEY 
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Salvage 
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W. H. DEXTER 
Division Purchasing Agent 


Hollywood Plant 






on matters of overall policy and administration ts 

Assistant General Purchasing Agent, who also has 
direct supervision over purchases for the Camden 
operations. There are Division Purchasing Agents 
at Harrison and Indianapolis, and a purchasing officer 
at Hollywood, directly supervising the buying for 
their respective plants and reporting on purchasing 
policy and other matters to the general purchasing 
office at Camden. They are distinctly regarded as a 
part of the central purchasing department, located 
for convemence at the several plants. They are 

sponsible to the general purchasing department 

Camden in respect to policies and methods of put 
chasing, and to the local management as regards o1 
ganization problems, discipline, and local personne! 

The staff of buyers and assistant buyers, working 
under the direction of these purchasing executives, 
organized according to the principal manufacturing 
divisions, as outlined above, with definite buying 
signments according to related product groups 
classifications. 

It is the policy of the department to maintain 
adequate buying staff. The personnel at Camden 
numbers sixty-seven persons, with a total of ninety 
nine throughout the entire organization. The division 
of responsibility is such that each buyer can be a 
specialist in his field, can give complete attention to 
the orders for which he is responsible, right through 
to follow-up, delivery, adjustments, and prompt 
clearing of invoices, and can also do his part in th 
periodical report of purchasing activities and analysis 
of markets. The delegation of responsibility is a 
companied by delegation of authority. In times ot 
peak activity, the junior members of the department 
assume a larger share of the buying assignment 
thereby acquiring valuable experience and strengthen 
ing the department for normal operation by gaining 
more intimate knowledge of its objectives and methods 










A television transmitter, com- 
plete with antenna and studio 
fixtures, represents approxi- 
mately $100,000. 






























One man in the purchasing department, though 
rarely at his desk, devotes his entire time to follow-up 
of orders and follow-through of materials in the 
shops. He is specifically assigned to liaison work with 
the other departments of the company. He attends 
sales meetings, design and engineering conferences, 
keeps in touch with manufacturing schedules and 
shop and engineering troubles. It is his function to 
report and interpret all such matters to the purchas- 
ing department, getting the facts in order to see 
where the purchasing department can assist in de- 
veloping these programs and solving the difficulties. 
So far as possible, it is his job to dig up the facts in 
advance, before a problem develops. 

The purchasing department is responsible for the 
disposal of second-hand machinery and surplus ma- 
terials, scrap and salvage, this function being com- 
bined with the direction of clerical activities. 

A highly interesting feature of the organization is 
the office, directly adjacent to the purchasing depart- 
ment, designated as “Engineering Vendor Contact.” 
Normally, every vendor makes his first contact with 
the company through the purchasing department. If 
it is desirable that his further contact should be with 
the technical staff, he is passed along to this engineer- 
ing contact office, which serves as a means of liaison 
similar to that described immediately above but from 
the engineering angle. As interpreter—both ways- 
between vendor and engineering staff, much of the 


SHOP ORDER No 


OR. No 


Reren 


CESCRIPTION 


MATERIAL 
PRODUCTION CARD 


conference detail can be consummated right in this 
office. If a specific personal conference is required, 
the engineer is called to this office rather than permit- 
ting the vendor’s representative to wander indiscrimi- 
nately into engineering, design, or operating depart- 
ments. 

Coordination 


Throughout the purchasing department, emphasis 
is placed on unity and coordination, both within the 
buying organization itself and in relation to other 
phases of the business. 

The Vice President in Charge of Purchases is a 
member of the company’s general management com- 
mittee, which comprises the heads of all operating de- 
partments. For several years he has served as the 
secretary of that committee. 

The Assistant General Purchasing Agent is chair- 
man of a Purchasing Agents Committee which co- 
ordinates certain purchasing policies of the various 
affiliated companies, including the parent company, 
Radio Corporation of America, the National Broad- 
casting Company, RCA Communications Company, 
Radiomarine Corporation of America and RCA In- 
stitutes, and the RCA Manufacturing Company. 

The Division Purchasing Agents meet periodically, 
three or four times a year, to discuss their common 
problems and to reach a uniform decision on matters 
of policy. These meetings are usually held at Camden, 
but occasionally also at the other plants, to gain famil- 
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iarity with local operating conditions and_ personal 
contacts with the buying staff. 

The buyers at Camden hold evening meetings de- 
voted to company objectives and policies, and pur- 
chasing procedure. Suggestions are received and dis- 
cussed, experiences and errors frankly reviewed to 
the benefit of all concerned. In the early days of the 
organization, such meetings were on a weekly basis but 
they are now at longer intervals and prompted by 
special conditions. 

It has been the policy of the department to have 
all buyers and assistants visit the various manufac- 
turing departments in small groups weekly and to 
visit all departments within the company several times 
a year, thus extending direct contacts with the users 
of materials, giving a vivid personal appreciation of 
operating requirements and the application of mate- 
rials. 

There are other means of coordination, such as the 
departmental activity reports which are described in 
detail later. Notable also is a series of weekly or 
bi-weekly bulletins issued by the Vice President since 
wartime conditions have influenced economic and 
market conditions, circulated to all members of man- 
agement and to other principal executives, giving 
specific current information on commodity supplies 
and prices, based on the direct observations of the 
buyers. The accuracy and value of these reports, spe- 
cifically related to the company’s own requirements and 
sources of supply, can hardly be overestimated. 
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Machinery and Equipment Requisition 
Purchasing Divisor : 






























Personnel 


Practical experience in production and purchasing is 
the outstanding characteristic of the purchasing staft 
at RCA. 

N. A. Mears, Vice President in Charge of Pu: 
chases, spent 15 years in stores work and materia 
control on the Lake Shore & Michigan Souther: 
Division of the New York Central Railroad, his ex 
perience in this capacity covering every terminal 01 
the road, from Chicago to Buffalo. Subsequently hi 
was in charge of time study and inspection for the 
Agricultural Division of Sears, Roebuck & Company 
at Bradley, Iil.; spent 5 years in purchasing for th 
Amalgamated Machinery Corporation, Chicago; pra 
ticed as an industrial engineer; and served 9 years as 
Vice President and General Manager of the Chicag 
Forging & Manufacturing Company, up to the time 
of his coming with RCA. He is a member of the 
Philadelphia Purchasing Agents’ Association, and has 
served for two years as a director of that organization 
introducing the forum type meeting en purchasing 
topics and personally conducting the forums for on 
entire year. He is also a member of the N.A.P.A 
Committee on Legal Information. 

John R. Kennedy, Assistant General Purchasing 
Agent, is a graduate of the Philadelphia College of 
Commerce, and has come up through the ranks to his 
present position. In 1913 he entered the purchasing 
department of the Victor Talking Machine Company 
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in a secretarial job. Two years later he became assis- 
tant to the purchasing agent, did some buying, took 
charge of plant transportation, salvage, warehousing 
and stores, and various special assignments at the 
home office and at branch plants. When the Victor 
Company was taken over by RCA he became Assistant 


Purchasing Agent, then Purchasing Agent, and was 
named Assistant General Purchasing Agent in 1934. 


His connection with the Philadelphia Association dates 
back to its very inception. E. E. Shumaker, then Pur- 
chasing Agent at Victor, was one of the founders, 
and Kennedy, as his assistant, did much of the detail 
work surrounding its organization. He actually be- 
came a member in 1921, and was one of the incor- 
porators when the corporate form of organization 
was adopted in 1927. He has served as ‘secretary, 
treasurer, director, on the publication committee of the 
Philadelphia Purchasor, and on innumerable com- 
mittee assignments. He was a speaker on the national 
convention program at San Francisco in 1939. 

John D. Leeson, Division Purchasing Agent at Har- 
rison, has been with the company and its predecessors 
since 1914, except for a brief interlude in 1916-17 
when he worked with the Shelby (Ohio) Printing 
Company. He started with the Shelby Lamp Division 
of the General Electric Company, and got into pur- 
chasing work with the Nela Lamp Division, Cleveland, 
in 1917. Six years later he was appointed office man- 
ager for three manufacturing divisions, a position 
which included divisional purchasing, accounting and 
stock records for the Nela Lamp Division, Cleveland 
Vacuum Tube Company, and Cleveland Parts Works. 
A graduate of the Mansfield (Ohio) Business College, 
he continued his studies during this period, complet- 
ing advanced courses in transportation and account- 
ing at the Cleveland School of Technology and grad- 
uating from the John Marshall School of Law with 
LL.B. degree. He was admitted to the Ohio Bar in 
1927. In 1930 he came to Harrison as manager of 
the purchasing department for the RCA Radiotron 
Company, which subsequently became the Radiotron 
Division of RCA Manufacturing Company with the 
reorganization set-up described above. He joined the 
Purchasing Agents’ Association of New York in 1931 
and has been active in important committee work 
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Both the transmitting equipment and 
the transcribed recordings shown in use 
at the left, are products of RCA. 


from the very s 
second year on 
ciation, and for 
of the monthly forum meetings. 

T. J. Scanlon, Division Purchasing Agent at In- 
dianapolis, is a graduate of Burdette Business College, 
Boston, did advanced work in metallurgy at Harvard, 
and also studied at College and Wentworth 
Institute. He has been in purchasing work since 1919 
—12 years with the Wireless Specialty Company at 
Boston, 5 years at Camden as assistant buyer and 
buyer of production materials, and for the past 3% 
years in charge of purchases at the Indianapolis plant. 
He has long been active in Purchasing Agents’ Asso- 
ciation work, starting as a member 3 the New Eng- 
land Association while buying for the Wireless Spe- 
cialty Company. At the present time, he is vice presi- 
dent of the Ind ianapolis Association. 

C. J. Boyle started in production work with the 
Midvale Steel Company of Philadelphia, joined RCA 
14 years ago in the cost department, and was assistant 
to the superintendent of salvage before undertaking 


art. He is currently serving for the 
1e Executive Committee of the Asso- 
he past two years has been in charge 


t 
t 
tl 
ti 


Boston 


his present assignment of handling statistical and 
clerical supervision and salvage activities. 


Among the buyers at Camden: J. E. Anderson has 


been in purchasing work since 1918, buying for the 
Rainey Company of Uniontown, Pa., and the Camp- 
bell Soup Company at Camden before coming with 
RCA. W. S. Bosworth was for 12 years a buyer 
for the Associated Gas & Electric Company at New 
York City ne Readiny g, Pa., and has been with RCA 


2 years in nilar capacity. Prior to his purchasing 
work, he was “i years in the construction department 
of the General Electric Company. R. Howell, a 
Pennsylvania State College man, has been in the pur- 
chasing departme1 1915, his buying experi- 
ence covering practically every division of the com- 
pany. W. E. Zeman has been with the company since 
1920, serving in various positions, including assistant 
buyer of cabinet department requirements, also pack- 
ing and shipping materials. He was appointed buyer 
three years ago. 
At Harrison, A 

for the Western E 
before 


since 


lish served 21 years as a buyer 
ap ; 
lectric Company at Kearny, N. J., 


coming with RCA in a similar capacity seven 


years ago; H. D. Hanafus has been buying for 13 
years, three with the General Electric Company at 


Cleveland and ten at Harrison; R. V. Mackey has 
been in production and planning work on tube ma- 
chinery and equipment since 1917, with the Edison 
Lamp Works of General Electric Company, Wilson 
Mauelen Company, Westinghouse Lamp Company, 
Kenrad Lamp & Tube Company, and since 1933 with 
the RCA Division, this function being as- 
signed to the purchasing department about a year ago. 

At the Indianapolis branch, G. R. Brand has a 15- 
year service record in the purchasing department, and 
A. Stokes has been with the department eight years, 
after twelve years with the General Electric Company. 


Radiotron 


Office Layout 


The general purchasing department at Camden has 
quarters on the second floor of a building immediately 
adjoining the company’s general executive offices. The 
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Finer clubs and 

hotels are install- 

ing the ‘Radio 

Press” service, 

which provides in- 
dividual copies of an up-to- 
the-minute news sheet, trans- 
mitted and produced by RCA 
equipment. Your morning 
newspaper is prepared for you 
at your bedside while you 
sleep. 


location is a strategic one, for on the ground floor of 
this building most of the incoming material is received 
and inspected, and some is stored, thus affording direct 
contact between the buying staff and the materials 
furnished on their orders. Right next to the purchas 
ing Offices is the extensive engineering and design de- 
partment, another important contact, and the engineer- 
ing group which analyzes sales and factory orders 
and breaks them down into the bills of material and 
parts which are the basis of the purchasing program. 

The buyers’ offices are ranged along either side of a 
corridor. Each of the groups noted in the general 
organization plan noted above is combined as a buying 
unit, with a secretarial office to serve that group con 
veniently located in the adjoining room. The Vice 
President and Assistant General Purchasing Agent 
have offices at the far end of the line, with a small 
entrance room between. There is a central steno- 
graphic office, but no central library or catalog file. The 
common sense reasoning on the latter point maintains 
that the catalog file is a reference and working tool for 
the individual buyer and should be kept in his office 
according to his special needs. With the division of 
buying into well defined commodity or product groups, 
there is little duplication involved, and the occasional 
requirement of an extra catalog copy is deemed less 
important than the extra formality, routine and records 
involved in the case of a central file. 

Most of the interviewing is done in the buyers’ 
offices, which are equipped with a two-way announcer 
system connecting with the reception room, eliminating 
the necessity of an internal or “house” telephone cir- 
cuit. For extended or confidential interviews, and for 
work on reports, etc., requiring special concentration, 
there are two conference rooms completely free from 
the possibility of interruption, even by telephone. 


Reception of Salesmen 


The reception room is entered directly from the 
street. The caller fills out a slip giving his name, com- 
pany, and the character of his errand. The receptionist, 
formerly an assistant buyer, and thoroughly conversant 
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with the organization of the department, can quickly 
arrange the necessary contact with the proper buying 
officer. 

Calling hours are stated as 9:00 to 11:45 in the fore- 
noon, and 1:30 to 2:45 in the afternoon, with later 
interviews only by appointment. Representatives of 
local suppliers are requested to leave Friday open for 
out-of-town salesmen, a plan designed to relieve the 
week-end congestion in the fairest manner to all 
concerned. 

A detailed record shows that this phase of the 
work has been very efficiently conducted. Salesmen 
are informed by a bulletin board in the reception room 
that 19,305 callers were interviewed in 1937, 22,821 in 
1938, and 23,563 in 1939. The average number of 
interviews daily is 86, the average waiting time 4.6 
minutes, and the average duration of interview 10.9 
minutes. Not shown on the bulletin, but pertinent at 
this time, is the fact that some 80,000 purchase orders 
are issued annually at the Camden office (118,000 for 
the entire organization), and that total annual pur- 
chases vary from 23 to 28 million dollars, about 
75% of which emanate from Camden. 


Another bulletin calls attention to a unique policy in 


All purchases are 1 
of the company, and are therefore on a requisition 





Ne 
AGREEMENT, dated the dey of ” belwnre 
4 of hereinafter called the “Seller.” and 
~ — 
5 RCA MANUFACTURING COMPANY, INC. RCA VICTOR DIVISION, Camden, New Jersey, herein 
a efter called the “Bayer 


WITNESSETH 


The Seller -agrees to sell and Buyer agrees to purchase, at the price and upon and subject to the 
following terms and conditions approximately of the Buyer's requirements of the following 
goods, bereinafter referred to as “goods.” between the dates of 
and 
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to salesmen. Every Thursday morning, a 


special tour of the manufacturing departments is ar- 
ranged for a group of vendors’ salesmen, in charge 
of one of the regular guides, and accompanied by a 
representative of the purchasing department. The trip 
takes about two hours, covers the principal operations 
of the company, and ends with a luncheon as guests 
RCA. The plan has been in effect for several 
months, and the response has been so enthusiastic that 
several occasions reservations have had to be de- 
ferred for a week or two to keep the groups within a 
reasonable size. Salesmen see the equipment and ma- 
terials as actually used and applied, gain a new appre- 
ciation of requirements and conditions of use, and 
carry away the impression of a progressive, intelligent 
and efficient operation, as well as of its magnitude and 
the courtesy and thoughtfulness which prompted the 
The purchasing department is most effectively 
selling the company to its suppliers, and while it is still 
too early to report tangible results from this policy, the 
unanimously favorable comment received thus far indi- 
cates the soundness of the policy 


Requisitions 


made for indicated requirements 


ven in the case of forward buying for price 
advantage, assurance of supply, or any other reason, 
it is the usual policy that the ordering divisions shall 
agree, and shall confirm the forward purchase with a 
requisition. A current list of all persons authorized to 
sign requisitions is maintained in the purchasing de- 
partment, together with a facsimile signature, similar 
bank record. 


The actual documents of purchase are the con- 
tract form and purchase order shown at the left. 
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PURCHASING 


RCA MANUFACTURING COMPANY, INC., recognizing the im- 
portance of centralizing this function (purchasing) in one depart- 
ment, establishes the following regulations: 


1—The Purchasing Department will conduct and conc!ude all 
negotiations affecting purchases, prices, terms, delivery, etc. 


2—All requests for prices and all purchases must be made by the 
Purchasing Department. 


3—Salesmen will be received regularly in the Purchasing Depart- 
ment, and in other departments by request. 


4—If necessary for other departments to interview salesmen re 
garding special details of their products, such requests should be 
made through the Purchasing Department and interviews held in 
the Purchasing Department whenever practical. 


5—lIn interviews with salesmen, no one who is not a member of 
the Purchasing Department shall commit himself on preference for 
any product, or the source of supply for any product, nor give any 
information regarding competitive performance, final approval, or 
price. 


6—All correspondence with suppliers must be through the Pur- 
chasing Department, except in special cases where the technical 
details involved make it advisable to delegate authority to others. 








PURCHASING 











There are four forms of requisition, designed and 
tied up with operating procedure so that for all stand- 
ard items of materials or supplies they serve as the 
real working forms covering the entire transaction. 

One General Stores Requisition is a shop order form 
broken down into individual items, which becomes the 
material or production card for such items. There are 
copies for file, accounting, posting, and expediting, 
besides the card itself. One of the headings is 
“Source” and if it is necessary to procure the item 
from the outside, the word “Buy” is entered in this 
column and the requisition is duly translated into a 
purchase order. 

The Purchase Record is a 12 x 9 inch card record 
of standard parts, showing consumption requirements 
by periods and a perpetual inventory of supplies on 
hand in relation to actual manufacturing needs. 
Normally this record is kept in the material control 
department. If there is a stock on hand, it shows as 
“Excess.” As manufacturing orders are issued, the 
quantity thus allocated is deducted from that excess, 
and as soon as the excess becomes a “Deficit” under the 
planned schedule of manufacture, the card comes to 
the buyer responsible for that item. As soon as the 
order is placed, he makes the appropriate entry and 
returns the card. When the material is delivered, the 
actual quantity received is entered, indicating the new 
“Excess” supply. 

The Request for Material generally covers some 


4 special or non-standard requirement. It may, for 
H example, call for a small quantity of some new or 
obscure chemical for experimental use in the research 


laboratory. The chemist probably knows, from his 
initial information concerning the product, the single 


(Right) A complete report of contract data is sent 
N to management and district purchasing offices. 











i 
{ 
ING REGULATIONS 
e im- In all such cases, the Purchasing Department must receive copies 
epart- ‘ of all correspondence. 
{ 7—With the exception of freight adjustments, which are handled 
le all ff by the Traffic and Accounting Departments, the Purchasing Depart- 
ment shall conduct all purchase adjustment negotiations. 
y the 8—The Purchasing Department has full authority to question the 
quality and kind of material asked for in order that the best 
spart- interest of the Company may be served. 
9—It is within the province of the Purchasing Department to 
n re- delegate representatives of other departments to select material 
Id be but actual purchasing can be done only on the company’s approved 
Id in order through the purchasing department. 
10—In cases of extreme emergency, and only in such cases, may 
er of an exception to the above rule be made, with the understanding 
e for that the head of the department placing the emergency order 
e any assumes the personal responsibility of immediately following the 
al, or verbal order with the proper requisition to the Purchasing Depart- 
ment, with full details. 
Pur 11—Every employee of this company is forbidden to accept from 
hnical : A 2 2 : Ad 
om any vendor, for himself or his family, at any time, gifts or gratuities 


| 


in any form. 








FEBRUARY 1940 






































source from which it is available, and consequently 
a space is provided for the entry, “Suggest Purchass 
From.” That information is intended as an aid rathe 
than a dictation to the purchaser and avoids a dupli 
cation of market research. This is the standard forn 
of Requisition corresponding to the form generally in 
use in all purchasing departments. 

Requisitions for Machinery and Equipment are als 
made on a special form. This is another case where 
considerable purchase information has been compiled 
before the requisition itself is issued—the survey 
available equipment, the decision as to the type 
suited to the situation, a composite cost including p1 
transportation and installation, and a special appr 
priation for the capital expenditure. As in all other 
procurement matters, the purchasing department | 
point of contact between the company and its supplier 
Further, the department is specifically responsibl: 
all machinery, tools, patterns, etc. belonging to the 
company but in the possession of suppliers 
constant record is kept of all such items. 


Orders and Contracts 


A considerable portion of the purchase volu: 
represented by contract agreements covering standard 
material of a recurring nature, and calling for quanti 
ties beyond the immediate requirement or requirements 
over an extended period. Many of the requisitions 
ceived by the purchasing department are anti 
by such contracts. They are not, however, 
zation for shipment of goods, a purchase order being 
issued in each case to release the desired quantity 
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It is the policy of the department to have such con- 
tracts, which may relate to materials common to more 
than one division, consummated by the buyer most 
familiar with that item, whether in the general pur- 
chasing department at Camden, or in one of the plant 
purchasing offices. All contracts are submitted to the 
general purchasing office before conclusion. There- 
after, during the life of the contract, all divisions may 
issue their purchase orders against it. For this pur- 
pose, a report of each contract, with the essential 
data, is furnished to each purchasing office concerned 
with that contract. 

The purchase order itself is a 6-part form. The 
original and duplicate are sent to the vendor, the latter 
being returned with a signed acknowledgment and de 
livery promise. The third copy goes to the receiving 
department, and the fourth to the expeditor, both of 
these copies having a space for the entry of receipts 
and balances due. The fifth is the buyer's file copy, 
and is an exact duplicate of the original, including all 
printed conditions and instructions. The sixth is the 
tickler copy, with a block for the entry of delivery 
data, promises and follow-up record. 

General purchasing policy requires the securing of 
competitive bids. To keep such bidding on an equal 
basis, a standard form is used for securing quotations. 
At the same time the company maintains flexibility and 


etion 
. of following Serh 


asount 


pUYER'S AFFROVAL 





The purchasing department can re- 
quest 100% inspection of delivered 
materials if that seems desirable. 


open-mindedness by prominently noting on the face of 
this form, “We invite suggestions covering substitutes 
or alternates if clearly specified.” The departmental 
manual instructs buyers to have knowledge of several 
reliable sources for each item purchased, to be con 
stantly adding new sources, to request quotations only 
from such vendors who will be conscientiously consid- 
ered as potential suppliers in the final determination, 
and to clear the lists by removing from active partici 
pation as suppliers, at least temporarily, those com- 
panies which have indicated any lack of reliability. 

Ordinarily, inspection is made at the company’s 
plant, on representative samples of the delivery. For 
special reasons, this policy may be altered in any given 
case, upon a full understanding with the vendor. Oc- 
casionally a 100% inspection is requested. There is a 
form for this purpose, showing the buyer’s approval 
and the reason for such action. 

The purchasing department follows through on 
orders, including the responsibility for seeing that de 
livery dates are met, the negotiation of all claims and 


adjustments, the checking of invoices and their ap 
proval tor payment. The departmental organization 


provides personnel specifi ally assigned to these re 
sponsibilities, working in close touch with the particular 
] 


buyer who originally issued the order and who is 


thoroughly familiar with the whole transaction. 
Records and Reports 


Throughout the departmental operation, an effort 
has been made to avoid useless formality and paper 
work. Perhaps the most notable departure from tradi- 
tional purchase routine is the fact that the conventional 
. Purchases,” filed by commodity items or 
vendors, has been entirely eliminated. It is contended 
that such a record is purely of historical value, whereas 
the purchaser's interest lies in the present market and 
might easily become the 


“Record ot 


future trends This poli 


Railroad terminals and other public gathering 
places have found an excellent means of culti- 
vating good will and developing favorable public 
relations through the use of recorded programs. 
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topic of a spirited debate; it was in fact strenuously 
debated before the present plan went into effect. The 
plain fact, however, is that in this particular case the 
lack of such a record has not been felt as a handicap 
to effective operation and the department knows, per- 
haps more clearly than most buying organizations, the 
direction in which it is going. The buyer is expected 
to have that historical background as a part of his 
equipment in evaluating markets, but his attention is 
constantly focused on the conditions he faces today 
and tomorrow, rather than on what transpired last 
week, last month, or last year. 

Some of the time and effort which formerly went 
into the double posting of purchase transactions is 
definitely allocated to a study of present conditions, in 
terms of practical detail. 

For example, the buyers are encouraged to visit 
vendors’ plants. But in making such visits they are 
expected to make a report by letter, covering thirty- 
six specific topics such as parent company or sub- 
sidiaries, with their products and location; the names 
of managing officials and contact men; the size, type 
and condition of buildings and manufacturing equip- 
ment; transportation facilities; capacity and present 
activity compared with normal; other large customers ; 
labor affiliations and conditions; etc. The value of 
such information, gained at first hand, is self-evident. 


Monthly Activity Report 


Outstanding also is the monthly activity report, 
which commences with a report from each buyer, cov- 
ering current developments and conditions of price, 
supply, labor conditions, and the like, within the com- 
modities for which that buyer is responsible and which 
he knows from personal contact. These are sum 
marized by the division purchasing agents, and the 
whole report is summarized in turn by the Vice- 
President, supported by a statistical resume of the buy- 


Rapid technical advances have characterized this 
industry. Television, for example, has only re- 
cently become commercially practicable, and a 
vast new field is opening up for the company. 





FEBRUARY 1940 


ing throughout the organization for that period 
complete monthly report is circulated to all buyers 
assistant buyers at all plants, by the use of extra copi 
The complete file is an intimate personal document 
to the minute, and intensely practical in its appr 
to the buying problem. Significantly, it does not 
within the purchasing department, but goes on 
President, the Executive Vice President, and the 
of the sales and manufacturing departments. Tw 


year, or oftener, it is circulated to all vice president 


of the company. 
Used in this way, it serves a triple purpose 
guide within the purchasing department, as a 


as a strong bond coordinating and cementing 
departmental relationships. Such a report, 01 
properly, the attitude which prompts such a repo 
one of the potent reasons for the confidence 
authority which this particular purchasing depart 
enjoys among its associates in the organization 


Manual and Policies 


A little more than two years ago, a depart 
manual was prepared, and that, too, has been 
lated in the company beyond the confines of the 
partment itself. It is frankly patterned after th 
cellent manual of the Aluminum Company of A 
ca, adapted to the organization and operating 
tions at RCA. 





Significantly, this manual concerns itself cl 
with matters of policy rather than matters of 
cedure. Its central theme is not purchasing fe? 
purchasing as one phase of a larger company inte 
working with other phases toward the effective att 
ment of a common aim. A few excerpts from 
manual will most clearly explain the objectives 
the philosophy of purchasing at RCA: 

“The functions of Engineering and Purchasing are 
related, and close cooperation is essential for best 
As competition brings out the best or latest developm: 
well as the best price, the Purchasing Department mi 
given reasonable latitude in making purchases. On thi 
hand, Purchasing must give due recognition to the ré 
ments of Company product performance. It is to the int 
of the Company that Engineering Department recogniz 





need that they be not too exacting in their specifications, that 
they recognize the fact that situations of price, source, 
delivery, convenience in production, etc., should be weighed 
along with those of design.” 

“If RCA Manufacturing Company’s material requirements 
were all in raw materials, purchasing activity would be much 
more simple. Definite specifications could control the quality, 
and quantity could be governed between requirements and 
market conditions and, in most cases, by contracts for suit- 
able periods. However, a major portion of this Company’s 
requirements are in semi-fabricated and fabricated materials, 
or assembled component units.” 

“It is recognized by the Company in its fabricating and 
assembling that large plant facilities, sufficient supervision, 
and a working force are necessary to correlate the manu- 
facturing activities and their difficulties.” 

“By this same recognition, the Purchasing Department is 
placed in the position of a distant member of the manage- 
ment of the hundreds of firms supplying requirements, as it 
is the duty of the Purchasing Department, through its vendors, 
to give the same service to Engineering and Manufacturing 
that these departments give to Sales.” 





“It is evident that great responsibility is placed upon Pur 
chasing Agents and Buyers to use their authority in such 
a manner in their contacts with vendors and their salesmen 
that there will be a continuity in this mutual responsibility 
so that the Company’s manufacturing activities are properly 
supported.” 


“The Division Purchasing Agents must be intimately ac- 
quainted with local conditions and make a careful study of 
local requirements and local markets. They must give effective 
assistance to plant executives in cutting down expense, reduc- 
ing product cost, and controlling material inventories.” 

“The Buyer must have an appreciation of the particular 
requirements of the several users of materials and services 
and must exercise tact, discretion and diplomacy to establish 
and maintain harmonious relations with department heads and 
their assistants.” 

“Other departments must keep Purchasing Department ad- 
vised of current and anticipated activities—volume of busi- 
ness—new business—new products—new designs—etc.—in such 
detail as will assist in advance competitive negotiations. The 
Purchasing Department, in each instance, must assume the 


necessary confidential control.” 


“Tt is a duty of the Purchasing Department to assist Sales 
by keeping them posted as to market price trends, deliveries, 
etc., that they may have this information in meeting competi- 
tion and distributing to their market ... The Purchasing De- 
partment must render assistance by bringing to the at 
tention of the proper executives opportunities with new 
materials and new firms, as well as keeping costs to the 
minimum by competition.” 

“Tt is the duty of the Purchasing Department to know the 
latest and best offering and its application. Where advantage 
may be obtained, substitution or change in specifications that 
will lower cost must be promptly brought to the attention of 
the Engineering Department for their approval.” 





“It is necessary that the Purchasing Department be pre- 
pared to support the (manufacturing) program, calling specific 
attention to items of high cost, long delivery, tool cost, and 
prohable effect of detailed specifications and tolerances; 
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estimate price and delivery of requirements at the time a pro- 
posal is under consideration for a Sales quotation; assist 
factory planning and scheduling by bringing up-to-date firm 
prices and delivery and, at the same time, call attention to 
items requiring special action.” 

“The maintenance of power supply, plant equipment, 
buildings, and other facilities is an important item of expense. 
It is expected that the Purchasing Department will assist in 
reducing such costs and act promptly in emergencies to avoid 
manufacturing delays.” 


“The credit or financial standing of vendors is as important 
to the Company as such information is regarding its 


customers.’ 


“The Purchasing Department is a service activity to all 
other departments, and complete cooperation and mutual 
confidence are absolutely essential to attain the Company 
objective. The attitude of other departments will be a reflec- 
tion of Purchasing Department service and, to a large extent, 


will be the standard by which its efficiency is measured.” 


At RCA, that standard of efficiency is consistently 
high. 





HEADS PURCHASING AT 
ALLIS-CHALMERS 





appointed General Manager of 


Fred E. Haker has beer 
Purchases for the Allis-Chalmers Mfg. Co., West Allis, Wis., 


being advanced from the position of Assistant Manager of 
Purchases, which he has held since 1916. Mr. Haker came 
to the company in 1900, as a lad of eig! teen, and went to work 
as a stenographer in the purchasing department, which then 
consisted of two men besides himself. In taking over the 
department today, he heads a department of more than 100 
people, placing an average of 600 orders per day, and respon 
sible for the expenditure of approximately $45,000,000 an 
nually. In the course of his long experience with the company 
he has been in every phase of purchasing work and _ has 
bought for every department of the company. For many years 
he has been a member of the Shop Executive Committee, and 


is in close touch with the entire operating personnel. He has 
been active in civic affairs, serving as a member of the West 
Allis School Board for 18 years and its president for 12 years 
He has headed the Community Fund Drives in the West Allis 
district and the Red Cross Drives within the Allis-Chalmers 
organization. He is president of the Allis-Chalmers Club, 
past master of the West Allis Masonic Lodge, formerly di- 
rector of the Westmoor Country Club, and an active member 
of the Milwaukee Association of Purchasing Agents. 
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There’s a place for big busi- 
ness and for little business in 
our industrial world, and the 
wise purchasing agent is 
alive to the special advan- 
tages of both as potential 
sources of supply. 

































































ELEPHANTS and ANTELOPES 


J B. S. HALDANE, the British scientist, in his 
Q volume entitled “Possible Worlds,” has an 
essay “On Being the Right Size” that suggests a re- 
markable parallel between the animal kingdom and 
business enterprise. 

The substance of Haldane’s observations may be 
summed up in his statement, “The higher animals are 
not larger than the lower because they are more com- 
plicated; they are more complicated because they are 
larger.” 

In other words, it is not simple to grow large. For 
instance, Haldane points out, a giant sixty feet high 
would be not only ten times as high as a man, but ten 
times as wide and ten times as thick—so his total 
weight would be a thousand times that of a man, or 
some eighty to ninety tons. As the human thigh bone 
snaps under about ten times the human weight, to be 
sixty feet high would require a structure far more 
complicated than that of the human frame. 

Gravity, Haldane continues, is no problem to a small 
organism. He says, “You can drop a mouse down a 
thousand yard mine shaft; it gets a slight shock and 
walks away; a rat is killed; a man is broken; a horse 
splashes. For the resistance presented to movement 
by the air is proportional to the surface of the moving 
object. Divide an animal’s length, breadth and height 
each by ten; its weight is reduced to thousandths but 
its surface only to a hundredth, so the resistance to 
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CLARENCE L. COLLENS 


President 


The Reliance Electric & Engineering Company 


falling in the case of the small animal is relative 
times greater than the driving force.” 

In short, owing to the very nature of things, : 
problems are simpler and easier of solution for s 
organisms than for larger ones. 

Now suppose we transfer this theory into the 
ness world—not yet, however, forgetting the 
kingdom. Suppose we call the large compat 
elephant and the small company the antelope 

The elephant is a magnificent animal; but the 
some things which the elephant simply cannot ci 
cannot scale cliffs. He cannot turn instantly in 
direction. And he does not have the antelope’s 
Of course he can do many things which the ai 
cannot do. But it is incredible to think that th 
phant would ever drive the antelope out of exist: 
or vice versa. 

That is the reason why it seems to me all t 
about monopoly, that has been going around in 
years, is far-fetched, to say the least. The large 
pany no more has a monopoly upon a certain | 





held than does the elephant have a monopoly upon all 
the grass in the jungle. The elephant can consume an 
enormous amount of grass—but he will never drive 
the antelope out of business, because the antelope can 
get around in a way which the elephant simply cannot 
do. 

The picture may be approached from the standpoint 
of survival in competition. In order to survive, the 
antelope, which has practically no defense mechanisms, 
had to be able to move swiftly, had to be able to 
reach places not accessible to others, had to develop 
certain characteristics which enabled it in certain re- 
spects to be more successful. 

That is exactly the situation of the small and 
medium sized company in every industrial field. 





In order to get business, a smaller company has to 
be able to do something better than its larger com- 
petitors. 

This is a matter of sheer necessity in a small com- 
pany—just as it is in the antelope. 

And like the antelope, the small company has de- 
veloped, first of all, the capacity for speed. 

A small or medium sized concern can get into action 
at once. Understand this is no reflection upon the 
large company—it is merely an inherent characteristic 
of the small company. It happens to be that kind of 
an animal. 

That is why, when it comes to a specific problem 
involving a definite and immediate need on the part of 
the customer, the smaller company is so often stepping 
in and getting the answer quickly. 

Let me give you a typical illustration from our own 
experience. 

During a call upon a machinery builder one of our 
men learned that they had an order for equipment re- 
quiring a quantity of motors of a very special design. 
The customer had specified that the motors be built by 
one of the large companies and an inquiry had been in 
their hands for three weeks. Our man was prepared 
to make on-the-spot suggestions, and he was given the 
privilege of developing them further. Five days later 
he was back with drawings for a suggested design. 
Within three more days final drawings were ready for 
the equipment builder to fit the motor into his design. 
The combined design of machine and motors was pre- 
sented to the customer for approval five days after- 
ward. Five weeks after the salesman’s first call a 
sample motor was operating in the machinery builder’s 
plant. 

I do not think this illustration is peculiar to our 
company. I think it is typical of the capacity of the 
small company to move quickly, to an extent which it 
is very difficult for the large company to do. 

In order to meet competition and to survive, the 
small company has likewise to develop special skills. 

The large company has no more a monopoly upon 
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brains than it has upon business. Many of the 
brightest engineers leaving college are attracted to the 
smaller companies. Furthermore the small company 
designer may, in the nature of things, become particu- 
larly familiar with all of the angles and details of a 
certain situation He is in closer touch with the 
executives of his company and all policies which might 
affect any given problems. He gains a more intimate 


knowledge of specific customer needs. His specialized 
experience bears fruit in new refinements and new de- 
velopments. It is significant that in our own industry 
a review of major improvements in design would show 
a surprising number listed to the credit of the smaller 


companies. 

In our own particular company specialization has 
taken the form of what we term “application engineer- 
ing.”” Because our company is a comparatively small 
and very flexible unit, we are prepared to turn our 
full energies toward some special and particular prob- 
lem to an extent which might be not only difficult but 
in some cases actually unprofitable to the larger com- 
pany. It would hardly be practical for an elephant 
to climb a mountain for a hundred square feet of grass 

and vet that particular amount of grass might make 
a very good meal for an antelope 

For instance—a designer in a company in the mill 
equipment line was working upon a development 
which promised a substantial reduction in production 
costs provided his ideas could be put into use. Success 
hinged upon getting a.c. squirrel-cage electric motors 
capable of reversing at a much faster rate than had 
hitherto been accomplished. 

When the problem was put up to the electric motor 
manufacturers it seemed to be in the can’t-be-done- 
class. But this special problem intrigued our en- 
gineers. A motor was designed with special torque 
characteristics to give rapid reversals, and with a low- 
inertia rotor to keep reversing losses at a minimum. 
Although the first motor did not do everything wanted 
of it, the third motor exceeded the requirements of the 
designer. Following the successful operation of the 
first installation this improved equipment has been 
put to use in every country in the world having mills 
which had such a problem to solve. 

The bread and butter of the smaller company lies 
largely in its capacity to tackle special situations in 
exactly this way 

Furthermore the smaller company performs a 
definite function in our economic scheme of things by 
keeping the larger company on its toes. 

Instead of the larger company threatening to put 
the smaller company out of business, the actual fact 
is that the smaller company constantly keeps the 
larger company on the alert—for fear that it will lose 
business to smaller companies on the basis of quality 
or price. 

The smaller company must get bsuiness upon one 
or the other, or both, of these premises. It can get 
business upon quality of pre duct, quality of service, or 
both—or, in some cases, on the basis of price alone. 
There will always be some companies which can only 
get business on the basis of price alone because it is 
the only advantage which such companies can offer the 
buyer. While the latter situation is sometimes one 
which is an irritation to larger companies and many 
smaller companies as well, nevertheless the price seller 
has a right to live and price is his only means of off- 
setting the recognized advantages of other competi- 
tors. From the standpoint of the customer, price in 
and of itself represents an important factor. After 
all, price is the very essence of competition—and with- 
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out the constant spur presented by the price angle, it 
is very possible that the majority of the companies in 
any industrial field would sink into a_ self-satisfied 
lethargy. 





Ilephants in the jungle do not bother about ante 
lopes. Through centuries of experience elephants 
have learned that they cannot put the antelopes out of 
business. But the large corporation in the modern 
business world is an elephant of only recent develop- 
ment; and in some cases has not yet learned “not to 
bother about the antelopes,’ whether the antelope 
takes a necessary price advantage or is endeavoring to 
keep its place in the sun by some merit or advantage 
in the product sold or by some specialized service. 
Some modern business elephants must learn to let the 
antelopes live and not feel that every lost-business re- 
port—often erroneous in the facts given—is a bit of 
grass out of a particular grazing ground to which it 
teels it has some vested right. 

Now of course, the larger company can do a great 
many things that the smaller company cannot do. 

In the case of standardized products, the larger 
company has a distinct and recognized operating ad- 
vantage. lor the larger company can utilize the cost- 
reducing principles of mass production in a way which 
is more difficult for the smaller concern. 

On large projects the larger company can naturally 
offer a capacity and a diversity and wide range of 
products which cannot be met by the smaller com- 
panies. 

And there is a third still more important item. The 
larger company can conduct a continuous program of 
basic research which is out of the question for the 
smaller concern. A fractional per cent of gross in- 
come of a larger company may be sufficient to finance 
a substantial laboratory. This same percentage of 
gross of a smaller company might not even carry an 
office boy. The smaller companies are, in my opinion, 
definitely indebted to the larger companies on this 
ground. 

It seems to me that the question as to whether com- 
panies ought to be large, or ought to be small, is quite 
beside the point. This is the same thing as trying to 
decide whether animals should be elephants or ante- 
lopes. There is a definite and necessary place for both 
the larger and the smaller companies in the industrial 
field. Each one has certain functions which it can per- 
form better than the other, and each should be given 
recognition. 

3ut unfortunately this situation sometimes does not 
seem to be properly understood by buyers. 

In the jungle, competition for the grass is free and 
open to all. Each, according to his needs and the 


peculiar faculties with which he is endowed, gets his 
No matter how much the elephant eats, the 


share. 
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antelope because of greater mobility and speed 
sull survive. Even if a dry season causes a short 
the same forces are in play, and there is still a ba 
between the animals even though each must be sa 
with less. 

It is not entirely true in the business world ot 
Forces are sometimes brought into play which 
bar a small company from certain business, no 
how meritorious its proposition or the services 
it has previously rendered. One of the most 
cious of these forces is reciprocity. 

To my mind, the theory that if you buy from 
should buy from you, is a_ perfectly natura 
justifiable one—provided other factors in the 
tion are equal. 

But in actual practice other factors are very 
equal. If the purchasing power, range of pr 
and services rendered, of all suppliers were the 
regardless of size, selling and purchasing up 
reciprocity basis would be a simple matter of 
metic. 

But, as | have endeavored to point out, the « 
teristics and capacities of large companies an 
companies are quite different. They are by no 
selling exactly the same thing. Even when 
specifications of an order are written down in ad\ 
the elements of speed and flexibility of servic: 
specialized skills remain so strongly in the picture 
it is literally impossible to assume that the buy 
obtain identical net values from either the larg 
the smaller company. 





Upon a reciprocity basis, the large compan) 
reasons that are too well known to enumerate, | 
distinct advantage over the smaller company. 

At present, reciprocity is seriously practiced 
in certain industries and only in respect to cert 
products. But the practice is spreading and it 
be well for purchasers to look a little into the fut 
It would certainly be unfortunate if a further ext: 
sion of the principle of reciprocal buying would ten 
deprive still more buyers of the specialized advant 
which are offered by the facilities of the smalle: 
panies. 

For instance, consider from the standpoint « 
buying company a case in which the operating dep 
ment of an industrial concern wants speed of ac 
specialized skills and intensive interest in a parti: 
situation. The problem is no sooner put in the | 
of the purchasing agent than it is taken out of 
hands by the sales department on grounds of re 
ity. 

I do not for a moment blame sales managet 
other company executives for thinking in ter: 

Continued on pa 
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R. T. PHIPPS, Purchasing Agent and 
Traffic Manager for the Bullard Com- 
pany, Bridgeport, Conn., came to that 
position on a three months approval 





basis. That was nineteen years ago, 





which suggests that he has made good 
in rather a permanent way. To any- 
one who knows him, as a “self-starter” with an un- 








limited capacity for concentrated application to the job 
in hand, it is not at all surprising. 

He has come up the hard way. Born in the moun- 
tains of Virginia, he completed his formal education at 
a small school known as the Stuart Institute, at Rose- 
dale, Va., eighteen miles from the nearest railroad. 
That education, however, included a three year course 
in higher mathematics, a sound foundation for getting 
ahead in technical industry. 

School days over, he headed for Detroit and the rap- 
idly growing automotive industry, being selected for an 
apprentice training course which gave him a broad 
experience in 56 different departments during the next 
two years. Meanwhile he studied drafting and the ele- 
Materials 
had a fascination for him. He applied for an assign- 
ment to the purchasing department, and spent the next 
seven years in the exacting field of automotive buying, 
a career which was interrupted by the World War. 

His war service was, paradoxically, a story highlight- 
ed by the lack of adequate equipment. He enlisted 
early in the Aviation Corps, but after a period of in- 
activity due to the insufficiency of training equipment 
he transferred to the Tank Division, only to find the 
same condition prevailing there. Next he got into 
the Infantry, and the cycle was completed when he was 
again assigned to Aviation. 

Mustered out of the service without having had the 
opportunity of actually getting to the front, his first 
thought was to get back into purchasing. He heard of 
the opening at the Bullard Co., where his technical 
training and experience as well as his purchasing back- 
ground seemed to fit. They did, and he has been with 
the company ever since. 

No hobbyist, he has one engrossing interest, a nat- 
ural outgrowth of his sincere interest in materials and 
equipment. That is the management of industrial and 
mechanical exhibitions. He has been doing this for 
the past fifteen years, with an outstanding record of 
success. At the present writing he is in the midst of 
preparations for the Industrial Tools & Equipment Ex- 
hibition sponsored by the Bridgeport Tool Engineers 
Association, to be held in that city March 6th to 9th. 
It promises to be one of the most complete exhibits of 
the kind ever held in New England. 

He has two daughters—vVirginia, 16, and Susan, 11. 
For relaxation, he fishes for trout in the fresh water 
streams of Connecticut. For thirteen consecutive years 
he has served as secretary of the Algonquin Club; is 


ments of engineering in evening courses, 
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a member of the Manufacturers’ Association, the Sales- 
men’s & Purchasing Agents’ Association, the National 
Aeronautic Associat 

He’s a straight-from-the-shoulder purchaser; takes 


ion, and the Shrine. 


pride in never making a promise that he cannot keep, 
in letting the salesman know frankly just how his 
company and his product stands, and most of all in 
the lasting friendships that have developed and deep- 


I 
ened over the course of his years in purchasing. 





JAMES M. BERRY of the Drackett 
Company, Cincinnati, is one of the 
leaders in purchasing, yet he 
has a record of fifteen years in the 
field, thirteen of them with his present 

When he joined the Drack 
ett organization in 1927, purchasing 
was literally a one-man job, without even a full-time 
typist to help. He has seen it grow steadily, with the 
expansion of the company, to a busy and efficient de- 
partment of four. 











company 





Jim’s forebears were among the pioneer families of 
Kentucky. Two of his ancestors, Robert Morris and 
George Walton, were signers of the Declaration of In- 
dependence and of the original Constitution of the 
United States. He himself is a native of Covington, 
and took his high school work at Fort Thomas. He 
then attended the University of Cincinnati, won his 
letters in track and cross country, and completed the 
five-year cooperative course in Commercial Engineer- 
ing in 1926. For several years past he has developed 
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and taught two courses in purchasing at the Evening 
College of his alma mater, both recognized for credit 
in the Business Administration and Marketing Certifi- 
cate programs of the University. 

Under the cooperative plan of engineering study, he 
worked with the Procter & Gamble Company during 
his student days, acquiring a varied experience in shop 
work, costs and sales. It was here also that he served 
his apprenticeship in purchasing, demonstrating an 
aptitude that resulted in three years with the General 
Buying Department of the company. 

His activity in Association work dates back practi- 
cally as far as his work in purchasing. In the Cincin- 
nati group, he has served at various times as 
president, editor of the Cincinnati Purchasor, manager 
of the industrial products exhibit, and chairman of the 
educational committee. In the national program, he 
was instrumental in organizing the N.A.P.A. Commit- 
tee on Paper Shipping Containers in 1931, and has 
served as its chairman since 1932. He hasn’t missed 
a national convention since 1929. Mrs. Berry is also an 
enthusiastic conventioneer, having graced nine of the 
national gatherings with her vivacious presence. 

Jim plays a duffer’s game of golf, but enjoys it thor- 
oughly ; does a lot of swimming; leaves active competi- 
tion nowadays in the hands of his capable 11-year-old 
son, Chapman, who has already won top rating in fancy 
diving, track and boxing in his class at Culver. 

Keenly interested in civic affairs, he is a member 
of the West District Council, Boy Scouts of America, 
represents his company on the Cincinnati Board of 
Trade, is active in the non-partisan “Charter” group, 
and has served on two successful campaign committees 
on behalf of Charles P. Taft for the City Council. He 
holds a captain’s commission in the Coast Artillery 
Reserve, assigned to “Cincinnati's Own” 505th Anti- 
Aircraft Regiment, and formerly captained the pistol 
team of that regiment. Admits he doesn’t draw as fine 
a bead today as formerly on the shooting range, but is 
consistently scoring bull’s-eves for purchasing, 


V 1 ce 





Fespruary 1940 











Watertown, Mass., started life 
Vermont farm boy, but 
years of service with the Hood | 
pany, a quarter century in purcha 








with the industrial community. 


have pretty definitely identified 


1909, after graduating from high school and the 
land Business School, worked briefly at Schrafft’s 
then found his place in the Hood organization 


He started in stores work, stock rooms and rec 


ing, advancing rapidly to the position of storek« 


within the space of four years, acquiring a valu 


knowledge of materials and their various uses 


pointed assistant purchasing agent in 1915, he prom 
made good on the new assignment, and was na 
purchasing agent in 1918, working closely and ha 
moniously ever since with the Manager of Purcha 


Ralph B. Woodbury. 


He joined the New England Purchasing Agents 
sociation in 1918, and has been a consistent and ef 
tive worker in its activities; became a director in 192 
and vice president in 1922. 


Again during the 


1930 through 1937 he was constantly in office, 


rector, assistant chairman of the 1933 conventio 
N.A.P.A.., 


chairman of the Association’s 1940 industrial exh 


president, and national director. | 


He's always ready to undertake a hard job, and 
lot of satisfaction from putting it over. 

Charlie celebrated his silver wedding annivers 
little more than a year ago, and is proud of the « 
of young Sheldons—Charles, Jr., Sylvia, Betty 


Joan. 


New Hampshire, where he manages to get in 


fishing week-ends each summer, 
sccasionally breaks a hundred. 
tract bridge about one evening a week with a cong: 
group of friends and neighbors. 


He 


“works” 


Any group 1s 


likely to be congenial when Charlie is around 
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CHARLES L. SHELDON, Purchas 


Agent at the Hood Rubber Comp 


thirty 


He came to Boston 


There’s a family camp up at Lake Sun 


+ 


He plays at golf 
























HE first thing to consider is the matter of trade 


terms, about which it is easy to be confused. 
Many of these are hold overs from the gay nineties, 
when the art of making and using ball and roller 
bearings was different than now, 

Calling the outer race a “cup” and the inner race 
a “cone”, is an example. In the original safety bicycle 
days, the outer race of a ball bearing literally was 
a cup and the inner race a cone which could be 
advanced axially into the cup until the bearing was 
in adjustment. The terms still are used because it is 
quicker and easier to say “cup and cone” than “Outer 
race and inner race.” 

“Anti Friction Bearings,” a term generally used to 
mean ball and roller bearings, is a bit more confusing. 
A quick look at what the word “bearing” means in 
mechanics will show why. 

A bearing is the area or device on which a weighted 
or loaded member rests. Beams in buildings rest on 
bearings. And so do both stationary and moving parts 
of machines. 


44 


WHAT PURCHASING | 


+, 


AGENTS SHOULD KNOW 


ABOUT 


BALL and ROLLER 
BEARINGS 


By 
E. L. CADY 


There are, therefore, “pro friction bearings.” Most 
of these are given friction to help hold stationary 
devices in place. 

But some pro friction bearings, are intended to 
resist the forward motions of turning or otherwise 
moving parts. These bearings are rigged to prevent 
over running of parts which must stop exactly in 
place, on automatic controls and the like, or to impose 
braking resistance at the starting and during the run- 
ning of the supported members. 

Anti friction bearings must be the antitheses of 
pro friction ones. Therefore nearly all babbitted, 
sleeve, plain, wooden, bakelite, rubber and other bear- 
ings may be called anti friction. And a great many 
of them are—in addition to anti friction lubricants, 
bronzes, and so on, 

All ball and roller bearings are anti friction, unless 
the rolling members are intended to seize and act as 
clutch members. But not all bearings called anti friction 
are ball and roller. Therefore the term, although 
perfectly applicable, can be confusing. 
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Cut-away view showing a typical applica- 
tion of ball bearings in industrial machine 
design. (Photo by courtesy of The Fafnir 
Bearing Co.) 


Many ball and roller bearings makers will argue 
about the justice of calling others anti friction, since 
their products are by far the greatest reducers of 
friction. The purchasing agent, however, is less con- 
cerned with the justice of such matters than with 
being clear about meanings. And meanings are least 
confused when ball and roller bearings are called ball 
and roller bearings, or by their right trade names. 

Calling individual steel balls, “ball bearings,” is 
another hold-over from the bicycle days, but is frowned 
upon by the trade as being confusing. Steel balls 
might be intended for use in burnishing barrels, shot 
blasting, and the like, and not suitable for bearings 
at all. The word “bearings” ought only to be applied 
to complete bearing assemblies. 

Races—the parts on which the balls or rollers bear 

should be called races, although the terms ‘“‘cup and 
cone” are clear and permissible. Calling the races 
of thrust bearings “washers” is confusing, for there 
are thrust washers which do not employ ball and 
roller bearings. 

Most ball and roller bearings have devices to keep 
the rolling members from rubbing each other in action, 
Those devices are called “cages,” “spacers” and “‘re- 
tainers,’ the terms being intended to connote the 
functions of those parts. “Retainers” is most used and 
is preferable. 

Loaded retainers may be bought separately, for 
maintenance replacements in some types of bearings, 
or for use where the races are built or cut directly 
into or onto machine parts. 

Bearings having no retainers are called “full types,” 
“full loaded” and “full complement.” ‘Full type” is 


Shown at the right are representative types 
of ball bearings. From top to bottom: 
snap ring bearing, non-loading groove or 
Conrad type, maximum type, and shielded 
bearing. A sealed bearing is shown on the 
opposite page. (Photos by courtesy of 
New Departure Division, General Motors) 
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There are many bearing points in even a 
relatively simple assembly. Ball bearings 
may serve them all, reducing friction and 
increasing efficiency. (Photo by The Fafnir 
Bearing Co.) 


short, apt and adequate but makers may insist on the 
superior connotations of ‘full complement.’’ And con- 
notations of that kind are useful to guide design 
engineers as well as for sales promotion. 

Some bearings have protective members built integ- 
rally with, into or onto them, These members retain 
lubricants, keep out dirt, etc. They therefore are called 
“Shields,” “seals,” “shrouds,” ‘dust plates’ or “grease 
retainers.” The last term should be avoided as it 
tends to become confused with ball retainers. 

Self aligning bearings are so made that the races 
or race supports may get slightly out of line with 
each other, yet the rolling members will find perfect 
contours on which to function. “Adapter” bearings 
have tapered bores intended to fit over tapered split 
mating sleeves so they can be adapted to varied sizes 
and contours of shafts. There are a great many other 
types ranging from highly special to those ordinary 
enough to be considered standard. 

As a matter of definition, with ball bearings at least, 
the term “standard” should be handled with care. For 
standard ball bearings have definite metric sizes and 
tolerances, and these standards have been stable for 
at least thirty years, 


Types of Ball and Roller Bearings 


Deciding what type of ball or roller bearing to use 
is the function of the engineer rather than of the 
purchasing agent . . . but with two reservations. 

Those reservations are: 

1. That theorizing has not led to recommending 
too expensive or special bearings, and 

2. That all pertinent executives have contributed 
their bits to the selecting. 

To dream about what probably goes on inside a 
heavily loaded ball or roller bearing is fascinating to 
any mechanical mind. The rolling members are so 
amazingly small for the brutal stresses they take, and 
there are so many theoretical reasons why they ought 
to fail, the mind never quite gets over its wonder 
at them. And this leads to theorizing about what type 
is nearest to perfection, and to selecting for perfection 
rather than for actual needs of loads. 

Most ball and roller bearings carry loads greatly 
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Roller bearings in a railroad journal box. 
(Photo by Hyatt Bearings Division, General 
Motors ) 


below their capacities. This is because the rigidity 
requirements of shafts and other members with which 
the bearings work, compel those members to be big 
enough so any such bearing which will fit on them 
is likely to have capacity beyond its need. To put into 
such places, bearings which are theoretically so perfect 
that they have even higher than standard capacities, 
is unduly expensive 

The cure for over-theorizing, is to have enough bear 
ing makers bid on any important order, and enough 
company personnel talk it over. 

In making their bids, the bearing makers usually 
want to know all about the engineering factors, Their 
sales engineers look matters over and make suggestions. 
They pit theories against theories, and thereby tie down 
any that may be running wild. The sum of their clear 
recommendations will give the company engineers, 
guides to the most economical bearings to specify and 
the least costly ways to use them. 

Company executives cooperating on the bearing 
specification should include those whose departments 
are to install and maintain the bearings. And if the 
bearings are to be shipped out as original equipment 
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SOME FACTORS FOR SELECTING BALL 
AND ROLLER BEARINGS 


1. Engineering Service 5. Load 
by makers 6. Speed 
2. Advertising prestige 7. Standards 
3. Accuracy needed 8. Maintenance 
4. Space available 9. Prices 
Radially 10. Local Availabilities 
Axially 11. Salvage 
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Rear axle of a passenger car. 
Roller bearings give the 
motorist smoothness and 
economy of operation. 
(Photo by Hyatt Bearings 
Division, General Motors) 








or repair parts of the companies’ prod- 
ucts, then the sales promotion men 
should be consulted. For ball and roller 
bearings can do a lot to sell a product, 
and those which have been advertised 
most intelligently usually can do most. 

The list of bearing makers to be called 
in depends upon the load and the other 
functions the bearing must handle. 

Loads are: Thrust, or parallel to the 
axis of the shaft on which the bearing 
is mounted; radial, or not parallel to 
that axis; and combinations of thrust 
and radial. There are ball and _ roller 
bearings made wholly for thrust, for radial, and for 
various combinations. Most types are made to take 
reasonably large combination loads. 





There’s Value in Accuracy 


As a general rule, the more accurately made a ball 
or roller bearing is, then size for size and type for 
type the higher is its load capacity. Materials, heat 
treatments, etc., can make big differences, but these 
are very nearly standard for bearings intended to be 

alike and made by the better producers. 

Accuracies are in grades of precision. They may 
be ranked as non-precision, low precision, standard, 
extra precision on selective dimensions, and super 
precision, 

As between accuracies of bearings of the same types, 
and abilities of types of the same accuracies, speed 
in RPM makes more difference to capacities than any- 
thing else. Some types have higher relative capacities 
at high speeds, others at lower. 

There are reasons for desiring accuracy other than 
capacity. An accurate bearing can save gear tooth 
wear; an inaccurate one can cause it. Inaccuracy can 
set up imbalance of rotating parts, vibrations, chatter- 
ings, and poor functionings of machines. It can cause 
one bearing to place unfair burdens on others. 

For extreme conditions, there are bearings of special 
qualities. Some of these are matched in pairs. Others 
are pre-loaded when made, so the initial elasticities of 
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IF FOR OLD MACHINE, THINK OVER 


Snap ring outer race Higher accuracies 


= NEW VALUES 
= Cartridge types Flanged outer race 
4 Shielded Matched pairs 
= Lubricated for life 
— If ali 
= a Self alignments 
= Shielded Higher capacities 
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the rolling members are taken up for firmer supp 
of the parts they serve. 

Deciding which types of bearings are needed 
not be the duty of the purchasing agent. The 
is to have enough details about what is needed, 
pertinent bearing makers can be called in to bid 


Less Expensive Types 


The non-precision and low precision ap of 
and roller bearings have less to offer to the dra 
discussions of bearing theories, therefore have rec 
less than their share of publicity. But, like 
of a football team, they are important. 

Most precision bearings are made to metric 
sions, the reasons being that many originally 
imported from metric countries, and their mount 
must be so precise that it makes no difference wh 
their users work to millimeters or to split thousar 
of inches. 

The makers of less precise types, usually 
the metric scales. This is to avoid any chance ot 
products being put where precision ones ought 
and second, to make things easier for users. 

Less precise types are used on slow moving 
conveyors, casters, and a host of other places 
save effort for manual laborers in thousands of 
Some are used as safety shear mechanisms, 
designed to crush and thus stop the machine 
loaded. 

It is less difficult to make changes in some otf 
less precise types than in the precision ones. Ther 
their makers are willing to supply special feat 
at little or no extra cost. Such features includ 
screws for holding in place, flanges, shoulders, fil 
shields, selective dimensions, stainless or corros 
resistant materials, and the like. 

The larger makers of the less precise bearings 
have their sales engineers, ready and willing 1 
Theirs may be a different viewpoint from the 
of high precision types. 


For Special Devices 


Maintenance of machines equipped with ball 
roller bearings has a peculiar problem. And 
that these bearings have a habit of lasting so 





that when the time comes to replace them, they ought 
to be carefully considered. 

New and more convenient types may be available 
to replace the old. The new types may have higher 
capacities, be lubricated for life, solve some trouble 
of non rigidity or of space which had handicapped 
the machine, or have flanges or other features which 
make them far easier to mount. 

Often it is found that during the life of an old 
machine its operating load and speed has been stepped 
up to three or more times its original rating. This 
may call for a higher capacity bearing, 

Many types of ball and roller bearings are so easy 
to mount that the overall costs for them are less than 
for plain ones, under many conditions. This is espe 
cially so when subsequent lubrication and other main 
tenance costs are considered. And their operating 
values can be high. 


Maintenance Is Important 


The lubrication and maintenance of these bearings 
is in the province of maintenance engineers. What 
the lubricant actually does in them, is one of those 
interesting speculations. In view of the recent dis 
coveries of boundary lubrication, it is a matter of 
pure theory as to whether the rolling members and 
races do or do not have metal to metal contact. But 
the one sure point is they need so little lubrication 
that there is no advantage whatever for cheap lubri 
cants. 

Likewise the tools for maintenance. An oversize 
or marred wrench, used for adjusting, can assure the 
very best bearing a quick trip to the scrap pile. A 
makeshift puller for removing an old bearing, can 
make sure the new one will never work well. Ball and 
roller bearings should be handled neither with poor 
tools nor by poor labor. 

In ordering ball and roller bearings, it is important 
to get and give as much information as_ possible. 
Bearings which look alike and even are numbered 
very nearly alike, may be quite different. The real 
cost of a bearing is its full service life including all 
installation and maintenance costs. And what the pur- 
chasing agent tells the supplier, may make a difference 
of years in that life, 
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FOR ASSEMBLING AND MOUNTING, 
BUY THE BEST 


And use high grade labor 


GOOD MAINTENANCE INSURES 
GOOD SERVICE 


a 


An industrial hoist equip- 
ped throughout’ with 
roller bearings. (Photo 
by Hyatt Bearings Divi- 
sion, General Motors) 





Simple in principle, a good bearing 
nevertheless requires a high degree 
of precision for the many component 
Norma-Hoffman 
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Before the combing op- 
eration, the wool is 
gilled, equalizing the 
strands and straightening 
the fibres 


WOOL 


Tracing the course of an important fiber 
and the channels through which it be- 
comes an industrial commodity 


By 
F. A. WESTBROOK 


\yV' MOL is one of the most ancient items of world Merino sheep provide the finest wool, and 
commerce, its culture, spinning and weaving this general classification are several breeds su 


antedating written history. And to this day it retains Spanish, French or Ramboullet, Saxon, Aust 
its importance among the basic fibers. Domestic pro- South African. There is also an American 
duction in the United States, running somewhat unde bred from the French strain because of its lat 
500 million pounds annually, is below consumption re value. Some of the best American Merino, 
quirements, though the balance has become closer dur Delaine, comes from Ohio, where the 

ing the past decade. Consequently imports are an im climate and feed are such that the length of st 
portant factor, the greatest volume coming from Aus shrinkage, and quality are equal to the best 
tralia, with substantial quantities as well from South other part of the world. Texas wools also hay 
Africa, New Zealand, South America, and Russia. standing among users. 

The grading of wool takes into consideration a Other types of American wool are usually 
variety of physical characteristics, the length of fiber to as (1) Territory wools, coming from tl 
or staple, the color, and the condition of the fleeces as Mountain regions, (2) Fleece wools, from eas 
to shrinkage, cleanliness, and the like. All of these Rockies, and (3) Southern wools, from Lé 
properties vary widely according to the breed of sheep, Mississippi, Alabama and Florida. In many « 
soil and pasturage conditions, and climate. There are name of the state in which the wool is grow: 
something like 200 breeds of sheep in the world, and pended because the wool from each state has 
their fleeces are divided into four general classes— characteristics known to the trade. 

Merino, British, cross-breds, and carpet wool. There are some 38 breeds of British sheep, 
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heavy carcass, mutton type, and none of 
the Merino type. They are divided into 
two classes known as the Down and the 
Mountain sheep. The former is more 
prevalent. In addition to its larger car- 
cass, it produces a very choice wool for 
the production of knitting yarns. The 
Mountain wool has longer staple but is 
lower in grade. There are many cross- 
breeds having varying characteristics 
which make them suitable for raising in 
different sections of Great Britain and its 
colonies, so that each territory specializes 
in its own type, which can be raised to 
best advantage. The object of crossbreed- 
ing, of course, is to produce a sheep with 
a heavier fleece, a heavier carcass, and 
which will prosper best in the 
where it is grown. 

In this country we have been less sys- 
tematic, except in Ohio and Michigan, 
where the farmers formerly specialized in 
Merinos, but due to changed demand are 
now producing more of the medium wools. 
In the Willamette Valley of Oregon they 
have specialized in Lincolns, Cotswolds and Leicesters. 

More than 800 types of Australian wool have been 
classified, and only an expert can recognize the dif- 
ferences between many of these grades. 

The grading of wool in the United States is by 
terms which have grown up with the industry. In 
England, grading is by numerals. The following 
table sets forth the two systems, equivalent grades 
being shown in the same horizontal line: 

United States British Equivalent 


region 


Extremely fine 90s 

Very fine 80s 

Fine 70s 

Fine medium 64s 

High halfblood 60s to 64s 
Halfblood 60s 

Low halfblood 58s to 60s 
High three-eighths blood 58s 
Three-eighths blood 56s to 58s 
Low three-eighths blood 50s to 56s 
High quarterblood 50s 

50 


The wool is gathered in large ware- 
houses at important trading centers. 
This one is at Portland, Oregon 


Buyers inspect specimens of the wool 
at the warehouse before making 
their bids 


(uarterb oe 46s to 50s 

Low quarterblood 46s 

Common 40s to 44s 

Braid 36s to 40s 

Low wool 32s to 36s 
The terms halfblood, quarterblood, etc., are a relic 


of the early days when the ordinary Prwees then grown 
in this country were bred with the pure blooded 
Merinos, and referred to the amount of Merino in 
a sheep, which determined the grade of wool. This 
set up standards of quality which have been adhered 
to ever since, but it no longer necessarily refers to 
the amount of pure Merino blood in a sheep. In 
fact, it is not customary in grading wool today to 
make as many qualities as indicated above, particu- 
larly as to length. These qualities are made in sort- 
ing rather than in grading. 

The Commodity Credit Corporation established, in 
1938. eleven classes of wool, more or less following 
the above list, on which to base the granting of loans. 
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Below: Combing separates the long 
and short fibres. The operation in 
this view is known as the French 
system 





Above: Careful processing is nec 
sary before the wool is ready for 
conversion into fabrics 


: Re 


we 


With modern improved combing 
ery it is possible to comb very much 
wool than formerly. The French c 
wools have fibers too short for com| 
the Bradford system, but are susceptib 
combing and spinning by the ren 
tem. These woels may have fibers 
as 1% inches, and do not command 
a price as those suitable for the Bf: 
system. 

The clothing or carding wools 
fibers too short for either system ot 
ing are scoured and carded, using 
fibers, and are manufactured into wor 
woolen cloths and felts. Yarns mad 
the long stapled yarn are known as 
yarns. <A further distinction of 
yarn is that the fibers, being carded, 
parallel as in worsted yarns, but rm 





directions, 
The carpet wools are grown ma 

The color of wool has a great bearing on its value, southwestern Europe and Asia, and come fro 
and varies within the same breed according to pas- proved sheep native to these regions. The 
turage conditions. Some wool will scour clean white, are light, uneven as to grade, coarse and “| 
others a creamy color, and still others from light by which is meant that the fiber is  brittl 
brown to black. The latter usually sell from 10% not dye. The general run of wools of this 
to 20% under white wools of the same quality. The used for Axminster and Smyrna rugs, and 
pure whites will take the most delicate dyes, which of stapled wools which can be combed are u 
course the darker shades cannot do. Many wools have tapestry, Wilton and Brussels carpets and rugs 
a percentage of color in them, and about the only America also produces this type of long staple 
wool free from black hairs is that which comes from The grading is usually done at warehouses 
New Zealand. at the large wool centers or at the selling point 

The length of fiber is of extreme importance, and most important centers in the United States a 
determines the difference between carding or clothing ton, Philadelphia, Chicago, St. Louis, San |] 
wool, and combing wool. In the former, the fiber is and Portland, Oregon, with some additional 
too short for combing. Wool suitable for combing of lesser importance in the middle west an 
according to the English, or Bradford, system must Boston is by far the most important woo! 
have fibers 2% inches long. This process mechanically this country, and is second only to London 
takes out the short fibers growing under and among world wool market. Many of the large: 
the full length fibers, and which are known in the their own grading. 
trade as noils. These are worth from 65% to 75% The grading market in Boston is the most pat 
of the value of the longer ‘staple fibers. Continued o1 
FesRuary 1940 





PEN-POINTS ON PURCHASE LAW 


S SG me Sw 
SY REMEMBER THAT CARLOAD OF WOOL ~ 

WE SPOKE ABOUT A FEW DAYS AGO ? 

WORD CAME TO-DAY THAT IT HAD BEEN 

BADLY DAMAGED BY A FLOOD IN THE 

OHIO VALLEY. 


THAT'S EASY TO BELIEVE. PLENTY 
OF OTHER PROPERTY HAS BEEN LOST. 




















WE JUST HAD NOTICE THAT A 
CARLOAD OF WOOL FROM THE 
UPLANDS COOPERATIVE WAS BE- 


\ING SHIPPED. 


I'M GLAD TO HEAR THAT. | BOUGHT 
IT SEVERAL WEEKS AGO. IT WAS TO BE 
SHIPPED F.0.B. SHIPPING POINT,UNDER AN 

ORDER BILL OF LADING SENT TO OUR BANK 
WITH SIGHT DRAFT ATTACHED. 
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IN THE ABSENCE OF A CONTRARY 
INTENTION EXPRESSED IN THE CONTRACT, 
YOU BECAME OWNER OF THE GOODS AT 

THE TIME OF SHIPMENT. FROM THEN ON 
THE RISK OF LOSS FELL ON YOU. 


WN 
WHO IS GOING TO HAVE TO PAY FOR \N 
THE FLOOD DAMAGE TO THAT SHIP- WS 


MENT OF WOOL a. 


— SY : \ 
I'M AFRAID OUR COMPANY WILL }— 
OSE IT, BUT I'LL ASK MR. ROEN IN |-— 
A DAY OR TWO. — dies 



































<I J AN R¥$ QBs 1} |e RICHARD ROEN | | 
("3 | 2 (5 WN } |] pt ATTURNEY | 
\ ye ‘ | | aT | 
Ba. ae 









































N essence, an order bill of lading is a negotiable receipt the parties, the import of this conduct is that the seller, 

and contract for goods placed with a carrier for transport. through his control of the bill of lading, retains a — of 
Parties deal with it as a document representing title to the security right and title in the goods \t the same tit he 
goods themselves. risk of loss falls upon the buyer from the time his os, the 

In the case illustrated above the bill is made to the seller carrier, takes possession of the goods 
or his order. This consigning of the goods to himself indi- Ordinarily, a common carrier is Sesponsane for the safe 
cates that the seller wishes to retain the right of possession. delivery of goods entrusted to it. Such carrier, howe ver, is 

There is another important circumstance. The seller sends excused when damage results ym acts of God—as lightnit g, 
the bill of lading, properly indorsed, to a bank rather than unprecedented floods, hurricanes, ete 
directly to the buyer. A sight draft is attached with instruc- In the case pictured, an unprecedented fle od caused the 
tions to the bank to collect the face of the draft before re- loss. It was an act of God Pat the time of the loss the 
leasing the bill of lading to the buyer. goods were, in reality, in the hands of the buver’s agent. Hence 

Further details of the transaction, however, show that the the loss falls upon the edn that is the textile company, 
buyer is responsible to the carrier for the payment of the represented | by the purchasing agent. 
freight charges from the point of shipment. Thus the car- Such a risk can, of course, be shifted by provision in the 
rier is, in effect, the buyer’s agent. purchase co as act, or through insurance 

In the absence of some contrary understanding between Copy by H. H. Shively, Babson Institute; Drawing by G. E. Tulloc} 
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PRICE FORECASTING 


BY THE PURCHASING EXECUTIVE 


FRANK G. CHAMBERS 
Salt Lake City, Utah 


Student at Graduate School of Business Administration, 
Harvard University, Boston, Mass. 


..: the very essence of a purchasing officer's He is the one who uses the prognostication an 
job is getting supplies and commodities of suitable sequently it is practically impossible for him 
quality at the desired time at the lowest price, it is the discouraging and laborious task of amassing 
obvious that regardless of how expert the executive information and making the forecast. It see: 
may be in negotiating with suppliers, developing sonable to believe that since forecasting is ex: 
smoothly operating systems, training assistants, and difficult and hazardous, as well as somewhat tha 
administering purchasing department requirements, his that the majority of purchasing officers attempt 
ultimate success depends on buying at the right times by with a minimum amount of projection. Whi 
and in appropriate quantities. His ability to forecast importance in dollars of a very small change 
prices may prove to be the grounds on which judg- is compared with the cost of time which ts custo 
ment is passed, but more frequently the possibilities spent in purchasing routines, it is apparent that 
for savings are not recognized or appreciated. The emphasis is probably misplaced in many comy 
absence of an easily secured standard of comparison Chief executives quite customarily make for¢ 
may cause the purchasing agent to overlook this vital of general business conditions, and though th 
necessity, and thereby bring upon himself criticism mate is useful to the purchasing agent it cant 
from the chief executive. used as a substitute for forecasts of individua 
No one in an organization seeks a job which bears modities because of the obvious reason that b 
a high error rate, especially if transactions involve and commodities do not move simultaneously 
large sums of money. For this reason the purchasing same amplitude. 
officer can expect no one to take the responsibility Specifically there are six major reasons why 
of commodity price forecasting from his shoulders. modity price forecasting is necessary, and tho 
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company may not face all of these conditions it 1s 
improbable that every one could be circumvented con- 
sistently. 


Six Reasons Why 


1. Assurance of supply in a rapidly advancing market 
ordinarily makes forecasting necessary. Laws have moderated 
the danger of market cornering but insuring an adequate sup 
ply of particular grades is still of tremendous importance. 

2. A relatively long lapse ot time between bidding and 
contract awarding, coupled with the 
routine buying time interval, allows a 
volatile price to change to an extent 
which will make a contract either 
much more or much less profitable 
than expected, so forecasting is wise 
insurance. 

& & complete hedge is probably im- 
possible for all practical purposes even 
with the 37 commodities for which 
there are facilities for futures trading 
on organized exchanges. So even for 
these major commodities some fore- 
casting may be desirable, and of course 
the purchasing department is buying 
many times this number of commodi- 
ties, and little or no protection is 


available for the great majority. 
Extending this need further, it is 
clear that even scheduling of quantity 


to manufacture depends to some ex 


tent on what impression the purchas 
ing officer gives the manufacturing 
executive when they confer on costs 


» 
for the coming period. Problems con- 
nected with storage of materials and 
supplies may also be important and 
certainly are dependent on a price 
forecast. The financial requirements 
also will be influenced by the action 
which will result from a commodity 
price projection. This inability to 
secure complete hedges or even partial hedges for the great 
majority of commodities, and the extremely important in 
fluences on other departments of a company, is_ further 
reason why the purchasing officer should review his method 
of price forecasting 

4. Where supply is seasonal and the decision is one of 
buying and storing or relying on the market for 
supply, the amount of possible loss or gain is sufficient to 
justify careful study and judgment in regard to the price 
outlook. This is another : 


»ff-season 


hase of assurance of supply. 

5. Industries in which it is customary to make long term 
contracts face directly the roblem of securing adequate 
hich will be incorporated 
in the bid. Theoretically this might be avoided by purchas- 
ing the required quantities of material immediately, but 
naturally in practical situations the cost of storage, the op 


portunity for additional profit, deterioration of the com- 
modity, and similar difficulties make this type of buying the 


forecasts of commodity prices w 


exception. Furthermore, the contract price may be based on 
the forecast of prices to such an extent the purchasing 
officer’s report on material costs will enable a company to 
either underbid or avoid unprofitable contracts 

6. Estimates on the course of prices are factors in estab 
lishing the economical unit of purchase, risk is a vital item 
in setting or changing this amount for any commodity. 

Assuming that the necessity, or at least the desira- 
bility, of forecasting has been established, the meth- 
ods or thoroughness must of course be considered in 
relation to the cost and the accuracy which can be at- 
tained. Forecasting is not a cheap procedure. 

There are two chief ways for securing forecast in- 
formation: the special services organized for that pur- 
pose, and collection and interpretation of the informa- 
tion by the purchasing agent’s staff. The cost of the 
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services naturally vary widely with the particular fore- 
casters, their methods, their reputations, and the type 
and frequency of the reports constituting the basis 
of the price. 

The costs of a statistical department within the pur- 
chasing division of course depend upon the needs and 
the attitude of the purchasing officer, so no accurate 
generalization concerning cost can be advanced. But 
under either system of securing price projections the 
expense is usually substantial and 
ustifies examination to determine 
hat full value is being received 


tor the expenditure. —Investiga- 


On 1s likely to disclose that where 
loss is evidenced it comes from in 
suthcient and inethcient use of the 
| 
i 


mMmrformation al 


ready available, and 
ll t\ ilso be discovered that 


iplications or unnecessary sta 
tistics are being compiled. In the 
great majority of cases an ex 
mination of this area will dis- 
lose a serious shortage of in 
rmation and an opportunity for 
luable expenditure. This de 
sion will rest on the practical 


tations of forecasting. 
Prediction is essential as a basis 
, ; —_ selon? > o* 
ot tormulation of many general 


policies, particularly relative to 


such policies as forward buying 
ind hedging procedure for the 


rchasing department. hese 
policies will depend specifically on 

in understanding of the practical 
limits of reliable forecasting as later discussed. 
Whether consciously done or not consciously done, 
forecasting is a factor in determining both commodity 
purchase and general policies \nalysis of the pos 
sible methods which can be used, and discussion of 
methods of using the tremendous amount of statistical 
material available, should determine, to a large extent, 
the practical limits of forecasting accuracy and 
plausibility 


What To Expect 


It is important for a purchasing agent to realize the 


limits to be expected from a commodity price fore 


1.° 1 


cast both in making his commodity commitments and 


as a basis of risk evaluation in policy formulation. 
Setting up probable tolerances for the prognostication 
of other and of his own will be the basis of determin 
ing how much prognostication is advisedly profitable 
and dependably accurate 

The starting point in forecasting commodity prices 
is usually general business conditions, so naturally the 
accuracy of the general business forecast on which the 


1 


commodity forecast is based will condition the ac 
curacy of the latter Thus tl 


the problem becomes one 
of evaluating the effectiveness of general business fore 
casts \ number of intensive studies have been made 
to evaluate the forecasts of commercial services tc 
The chiet 


difficulty encountered in this type of study is the in- 


determine their accuracy and usefulness. 


terpretation of the extremely general and ambiguous 
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terminology which is commonly used to guard against 
damaging errors to the prognosticator’s reputation. 
The services almost invariably attempt to leave an 
easy way out. However, standards have been devised 
and the usual conclusion is something like this: “If 
one insists that a forecasting service should have fore 
seen the turning point a full six months in advance to 
rank higher than ‘fair’, then only 41% of the 114 
predictions (by eight leading forecasters) were help 
ful, as compared with 46% at least slightly mislead- 
ing, and 13% about neutral.’”! 

A more detailed study judging the merit of stock 
market forecasters’ estimates compared with purely 
random came to more scathing con 
clusions, and since stock market trends are definitely 
related to general business a few of these statements 
are of interest. 

“1. Sixteen financial services in making some 7,500 recom- 
mendations compiled an average record that was worse than 
that of the average common stock by 1.43% annually. Sta- 
tistical tests of the best individual failed to demon 
Strate that they exhibited skill, and indicated they were more 
probably results of chance. 


guesses even 


records 


“2. Twenty fire insurance companies . achieved an ay 
erage record of 1.20% annually worse than the general run 
of stocks. 

“3... . the editor of the Wall Street Journal publishing 


forecasts based on the Dow Theory announced changes 
in the outlook for the market on 90 occasions between 1904 
and 1929, 45 of these predictions were successful and 45 un 
successful. 


failed as a 


“4. Twenty four financial publications 
group to achieve a record as good as 
the average of all purely random per- 
formances. There is some evidence 
to indicate that the least successful 
of these records are worse than what 
could reasonably be attributed to 
chance.” 

This is the general history of 
the results of general business 
forecasting, it seems that fore- 
casts are guesses backed up with 
evidence to support them. The 
dismal record of forecasting in 
1929 needs no review. Finding 
one or a number of sure indicators 
is not generally considered possible 
at the present time, but this very 
uncertainty has caused business 
men to turn to so called special- 
ists for advice. Despite no proof 
of their established ability the 
number of calls for such service 
is now greater than ever before. 

Since commodity price forecasts 
are of necessity based on the esti- 
mate of current business condi- 
tions as before mentioned, the ex- 
treme inadequacy of the latter forecast makes the 
question of setting fair tolerances for commodity fore- 
casts extremely uncertain and difficult. This, how- 
ever, does not obviate the necessity of making fore- 
casts, so logically the greater the understanding of the 
possible errors the more useful the price estimates will 


1E. W. Pettee, ‘Short Term Price Forecasting,” Journal of Business 
July, 1936. 
? Alfred Dowles 3rd, “Can Stock Market Forecasters Forecast?’’, 


Econometrica, July, 1933. 
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be. Practically applied, the purchasing agent s! 
consider the record of the business forecast hi 


chosen or is required to use, and make allowanc: 


accuracy or inaccuracy. 


Charts to use as a basis for comparison of f 
with actual happenings as they develop are not 
prepared because forecasting services strictly 
stating estimates of indexes and use only a1 


wording. 


likely informal and a “feeling” 


The purchasing officer’s past fore 
rather thai 


figures, and the same criticism is true of the 


by a chief executive. 


If an institution happet 


large enough to support an economist or a 
department it may be possible to get actual 

of changes that can be graphically charted. [xt 
study and critical thinking will, however, give | 
chasing executive a useful concept of the accu 


the general business estimate. 


With this kno 


as a starting point it becomes his specific 

analyze the specific limits of the commodity 
Kstablishing the tie-in of commodity prices 

ness is a sketchy task but general rules based 


records are useful. 


The amount of 


lag 


and 


various commodity prices tend to be moderat« 


form and certain. 


Deep analysis of the specil 


being studied will ordinarily provide the reas 
this situation and this information is extremely 


able in checking future accuracy. 


Carrying out such analysis reveals that despi' 


tremendous amount of. statistical 


information 


published, the data is often 


quate. 
organized 
process. 


may differ: 
1, Physical 


we bo 


jobber’s, 


that is, 
lars, etc. 


such as, 


c. Economic 
price; 
etc. 


There are 
commodity excl 
so for the great mass of 
even obtaining prices is a diff 
There are five at 
variables in which quoted 


. Statistical 


spot, 


description, part 
such things as grade 

. The unit dealt with 

Market facts 

a. Geographical 
product and market 

b. Character economically 

wholesaler’s 


le cation 


tailer’s price. 

4. Terms of sale 
a. Price in units of value i 
transactions were actually 
pounds 


sterlu 


nature of 


first of n 
average, closing, etc 


character 
futures 


d. Credit terms 
e. Delivery terms 


Inclusion or exclusion of duty 


5. Volume of transaction represented by price; 


The difficulty in definition of terms for any 


modity is evident from this listing, and under 


cumstances the correlation between 


a quoted pi 


the actual grade and type of commodity used 
cient to invalidate or at least seriously impait 
fulness of the quoted price to the purchasing 
This type of problem makes necessary the 


relatively 





of price statistics by the purchasing department, vet 
the compilation of price series is an extremely compli- 
cated task, requiring experts in statistics. Thus the 
value of price statistics must be balanced by cost of 
assembling and since accuracy of forecasts is not 
notably good, the question arises of whether an at 
tempt at collection should really be made. 

only be determined in individual instances. 


This can 


Foretelling the time of turning of a commodity 
price or of general business is usually considered the 
most difficult phase of estimating the future. It is 
ordinarily more of a problem to foresee a price rise 
than a price decline, yet this is not usually recognized. 
From the purchasing agent point of view the prob- 
lem is getting enough warning to have sufficient time 
to act, regardless of the direction of the price trend. 
The very short term is obviously somewhat safer 
and simpler to forecast than the more distant trend, 
yet as the time margin decreases, the value of the 
forecast to the purchasing officer decreases. The 
factors which determine the margin of warning 
needed are such considerations as the buying tech- 
nique, facility and ability to store, seasonality of pro- 
duction or use, and the amount of money involved. 

The severity of price changes as evidenced in past 
records is valuable in judging the future course. 
Severity of change tends to repeat itself with much 
more regularity than the time of the turning points. 
Thus the size of the swing will, in most cases, be 
used as a basis for action rather than attempts to 
foretell each and every reversal of price trend. 

An extremely important limitation to forecasting 
accuracy is the lack of knowledge about the inter- 
relation of prices of the various commodities, and 
the incomprehensibility caused by the extreme com 
plexity of the results of any single 
price change. Opportunity for isolat- 
ing a single price change of a particu 
lar commodity can be accomplished 
only in theory. Still further difficulty 
lies in the fact that there is never suff 


a 


cient time to undertake extensive and 


AA 


f 
5 
T* 
s 


intensive studies, the price structure 
is much too dynamic to make this 
practical, forecasts cannot be records 
of the past, their very nature requires 
that they be frequent and readily cor- 
rected to suit new conditions. 
Underlying this limitation is the fact 
that there is very little knowledge of 
the reasons for price changes. Here 
also the extreme complexity of causes 
is so great that none can be given full 
blame or credit. Assigning weights to 
the recognized causes is entirely un- 








satisfactory in most practical situa- 
tions even though the ultimate result may be advanta 
geous. Part of this difficulty arises from the fact that 
prices have an emotional element which defies tangible 
analysis, but the more important factor is that in the 
interrelation of wages, interest, and rent, a change in 
any single element of a single factor disturbs the entire 
relationship, yet the circle is so wide that the original 
cause is never discovered. 

In summary, the purchasing officer should realize 
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that as yet causes have not been discovered for price 
changes to any useful extent, that his forecasting is 
necessarily based almost entirely on foretelling results 
fiom results rather than causes. And since a com- 
modity price forecast is based primarily on an esti- 
mate of general business, which has defied the attempts 
to project its future course in spite of increased efforts, 
and much specialization in that field, the initial limita- 
tions are extreme 

In making the actual commodity forecast, however, 
established rules based on past relationships are definite- 
ly of great value, the average leads and lags of some im 
portant goods are usefully regular. Timing points of 
turning of prices is generally more difficult than deter- 
mining the amplitude of swings though the size of the 
rise or drop is less useful in actual practice. The mar- 
gin of time necessary to allow the purchasing executive 
to act varies from case to case and as the margin in- 
creases the limits of possible error also increase. 

Thus the limitations on forecasting are gravely 
severe, but this does not relieve the necessity. In 
view of this situation the problem becomes one of mak- 
ing the best possible forecasts with the greatest pos- 
sible ease, and realizing what can be expected the re- 
maining portion of this discussion is a consideration 
of forecasting methods. 


Procedures for Forecasting 


World War have there’ been 
systematic efforts to forecast the short term commodity 


Only since the 
prices. The purchasing executive is naturally inter- 
ested in the long run trend but his real problems arise 


from trying to make intelligent decisions today and 


tomorrow. There are a tremendous number of 
theories on methods of forecasting near term com 
modity prices but three broad group 


ings in be clearly identified: histori 

| precedent, monetary, and com- 

odity analysis. Furthermore there 
wo chief sources of forecasts, as 
y mentioned, the commercial 
services either specializing in estimat- 
ing the future prices of goods or mak- 
Ing estimates as a sideline to other sta 


istical or forecasting work, and the 


forecasting of the purchasing agent 
himself or his staff, perhaps assisted 


by an economist in a few companies 
he following discussion points out 
the areas in which the purchasing 
othcer should direct his examination 
the efficacy of particular 
methods for his specific needs, and 
also outlines the commodity approach 
which is generally advocated as the 
most usable method for a procurement 
othcer willing to do a detailed and intensive job. 

The purchasing officer may use commercial services 
either singly or in groups, with or without modifica 
tion by his own judgment. The actual methods em 
ployed will depend on what forecasts are regularly 
available, the need for accuracy as determined by the 
investment in a particular commodity, the cost of the 
service, and the reputation of the service in the eyes 
of the purchasing officer (Continued on page 82) 
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THE MARKET PLACE 


First - of - the - month quotations 
for carloads or mill shipments, 
with comparative prices quoted 





one month ago and one year ago 





Feb. 1 Jan. 1 Feb. 1 Feb. 1 Jan. 1 Feb 
1939 1940 1940 1939 1940 1944 
ACIDS | : : 
Sartpeter, Crystals: .acs.26s sss 071% 07% 8 
Acetic, 28%, cwt. ............ 213 2.23 2.23 Soda 
Muriatic, 18 deg., cwt. ........ 1.50 1.50 1.50 Ash, 58%, light, bulk, cwt. .90 90 90 
Nitric, 36 dew, cwt: ......00%. 5.00 5.00 5.00 Caustic, 76%, solid ........ 2.30 2.30 2.30 
Oxalic, Works, cwt. ......... 10.75 10.75 10.75 Sal. WOEkS, CWE ..cinccscsss 1.10 1.10 1.1 
Phenol, Works, cwt. ........ 14.25 14.25 14.25 Sodium 
Sulphuric, 66 deg., ton ...... 16.50 16.50 16.50 Bicarbonate, cwt. .......... 1.70 1.70 1.71 


Phosphate, cwt ...0....5. 1.85 2.10 2.10 
Silicate, 60 deg., cwt. ...... 1.65 1.65 l 
Sulphur, Comm: cwt. .......... 1.60 2.60 2.60 





} 
, BUILDING MATERIALS 
Brick, N. Y. dock, per M .... 12.00 12.00 12.00 
Cement, f.o.b. plant, bbl. 2.15 2.15 245 
Glass, single B, per box . 2.50 2.70 2.70 
Eime. per BOb. 6 ic cccccks 2.16 225 fe 
Nails, wire, per keg ........ 2.45 2.55 2.55 
Oak flooring, per M ft. ...... 70. 71.00 72.00 
Y Southern a EC per M ft. 23.29 25.16 25.08 COAL & COKE 
Anthracite, stove, mines ...... 6.40 5.75 
CHEMICALS Bituminous, Cleaf, mine run 2.25 2.60 2 
Alcohol, denatured, gal. ...... 31 BY 3 Bituminous, Pa. Grade A .... 2.40 2.50 2 
Alum, potash, cwt. .......... 3.40 3.75 375 seehive Coke, Connellsville .. 4.00 5.00 . 
Alain Salt. Comm. 3v-product Coke, Newark .... 10.80 11.38 . 
Works, cwt. ............ 1.15 L245 1.15 
' Ammonia, aqua, 26 deg., FERTILIZERS 
GUQINS 605g ecw es nee ee 02% O24 =) 
Arsenic , Muriate potash, 80-85%, per . 
White, ewt. ................ 3.00 3.00 3.00 unit K20 ........- eee. SY: 32 
eS ee ae is, 1835 18.00 18.00 Sulphate potash, 90-95%, bags 38.00 36.25 36.2 
Barium Nitrate soda: Bulk «2.0.5.5... 27.00 27.00 27.00 
Chloride, ton .............. 77.00 77.0 77.0 Sulphate ammonia, dom. bulk . 28.00 28.00 28.00 
Carbonate, ton ............ 56.50 56.50 56.50 Steamed bonemeal, 3 and 50, , ‘ ; 
L Benzol, pure, gal. ............ 16 16 16 per ton .......-+- 0.022244 + 22,50 $2.00 32.) 
Borax, powd., ton .......... 48.00 48.00 48.00 
re 2.00 1.75 1.75 GRAINS 
Formaldehyde, Ib. ......... 05% O54 05% 
Glycerine, drums, Ib. ......... AZe 124% 12% batley, malting, bu. .....<.... 68 69 
Lead acetate, white, broken, Corn, No. 3, yellow, bu. ...... A8 56% 84 
oe age aera mene) Ic, oa 10.00 11.00 11.00 Oats, No. 2, white, bu. ...... 31 42% 454 
Nickel sulphate Rye, No. 2, Western, bu. .... 65% 95% 4 
en ee 43 33 53 Wheat, No. 2, hard winter, bu. .67% 1.00 o 
es a cre usher 13 13 13 Flour, spring patents, 196 Ibs. . 4.60 6.30 6.20 
Potash 
Caustic, solid ...656c6<c.% 06% 061% 06% 
Permanganate ............. 18% 18% 1814 HIDES 
Sal Ammoniac Light native cows, lb. ...... 10 B 
Gran, white, cwt. ........... 4.50 4.50 4.50 Heavy native steers, Ib. ...... 10% 15 
Gram. eray, cwt. ...6cs0.. 5:75 5.75 575 Calfskins, 5-7 Ibs., per skin .. 1.30 2.00 . 





Fesruary 1940 


Feb. 1 
1939 
IRON & STEEL 

Pig iron, foundry No. 2 21.00 
Pig iron, basic, valley 20.50 
Cast iron pipe 50.00 
Forging biliets 40.00 
Sheet bars 34.00 
Wire rods 43.00 
Cold rolled sheets, cwt. ...... 3.20 

Hot rolled annealed sheets, 
cwt ee ee Te a42 
Cold rolled strips, ewt. 2.95 
Hot rolled strips, cwt 2.15 
Tin plate, cwt 5.35 
Bars, cwt ya 
Shapes, cwt 2.10 
Bright wire, cwt 2.60 
Ground shafting, cwt 2.70 
Rails, ton 40.00 

No. 2 heavy melting § scrap, 
ton 8.50 





METALS, NON-FERROUS 


Aluminum, virgin ingots 
Antimony, 
Copper 
Electrolytic 
Casting 
Lake Ba needa 
Chromium, 97%, spot 
Lead, E. St. Louis 
Nickel, ingot 
Quicksilver, flask .......... 
Silver, bars, N. Y., per oz. 
Tin, Straits, spot 
Zinc, E. St. 


American, spot 


Louis 


METAL PRODUCTS 


Copper, wire, bare, cwt. 
Yellow brass sheets, high 


20 


11% 
.10°/s 
113% 
85 
0485 
35 
81.00 
42% 
457% 
045 





NAVAL STORES 


Turpentine, gal. ... 
Rosin, Grade B, bbl 


PAINT MATERIALS 
White lead, 


bonate 
Carbon black 
Shellac, orange 
Linseed 


Car 


dry, basic, 


oil 


321 


4.90 


07 
03% 
10% 
O85 


ADVERTISING PAGES REMUYKE 
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Jan. 1 Feb. 1 Feb. 1 
1940 1940 1939 
23.00 23.00 
22.50 22.50 
52.20 53.00 
40.00 40.00 
34.00 34.00 
43.00 43.00 
3.20 3.20 
PAPER 
2.10 2.10 
2.95 295 News, roll, tor 50.00 
210 210 Book, M. F., cw 6.00 
5.00 500 Wrapping, nortl 4.75 
210 210 Wrapping, soutl 3.50 
210 210 Wrapping, mat 8.20 
2.60 2.60 Chip board, Ni 27.50 
2.70 270 Wood pulp, me 22.00 
40,00 40.00 Wood pulp, sulph., N 2.00 
18.00) 18.50 
RS 
ies: 
PETROLEUM 
Crude, Mid-Cont 1.02 
Crude, Penna 1.18 
Gasoline, 65 oct 053 
0 ) Sunker Oil C 95 
‘14 14 Kerosene, 41-43 iV 045 
Penn. bright stock, gl 25 
12% 1134 P.T 14 
12% 11% Penn. cylinder « 600 flas 10! 
121 12 
85 85 
0535 051 
ao 35 
145.00 180.00 
34% 34% 
4925 455 
0575 O55 
RUBBER 
15.375 14.625 
19.3 18.40 Smoked shee St 
TEXTILES 
Cotton middling est OR4 
Cotton yarns, 22s 21! 
334% 1012 Print cloths, 3814", 64x60 0414 
5.40 5.90 Sheeting, 37”, 48x48 0454 
Wool, fine combing, 14-blood 67 
Worsted varns, nch 2-40s 1.45 
Worsted yarns, English 2-40s 1.3214 
Silk, Japan, double extra 
07 .07 cracks 2.00 
03% 0255 Rayon, viscose, 150, 40s 51 
20 .20 3urlap, 10'4-0z., 05 
108 106 Hemp, Manila 05 


Jan. 1 


1940 


50.00 
6.25 
5.00 
4.00 
8.25 

45.00 

32.00 
2.00 


1.02 

1.95 
06% 

1.15 
56 


nom 
nom 


191, 


108 
Q5! J 
06% 
1.00 
1.87! 
L73 


4.50 
53 
.104 
071% 











































Feb. 1 
1940 


50.00 
6.25 
5.00 
4.00 
8.25 
$5.00 
32.00 


2.50 


1.02 

1.95 
0614 

1.15 


056 


nom 
nom 


1042 
.26 
05% 
05% 
.98 

1.8714 
1.85 


3.30 
53 
085 


07% 
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... and learn the meaning 


of ANQOUALIZED! 


(An exclusive wet strength process) 


Just try an Aqualized towel and you'll know WHY “AQUALIZED” IS A BUY-WORD 


in a minute why it’s different from any paper 


. 1. All paper towels are made from wood cellulos 
towel you ever used before. hadpailn tte, , ee ee 
. Company, manufacturer of Aqualized towels, | 
You'll find that Aqualized towels won’t tear, its own vast timberlands containing the finest 
shred or fuzz in use as many towels do. The spruce and northern birch. From these supe: 
reason is the Aqualized Process that makes it produces the highest types of purihed cellu! 


these towels stronger when wet! : 
2. For this reason the Brown Company has 


This Aqualized Process is an exclusive lab- control over the raw material used in \qualize 
oratory development of Brown Company. And At no time can outside circumstances intertfe! 
it’s available only in Aqualized towels rigid quality standards established for thes« 

‘Towel users recognize and appreciate this 3. The basic cellulose materials used in 
better drying service... towels they /ike to towels are White Husky Cellate and sulphat 


, ’ both made from selected northern spruce. 
use. What’s more, Aqualized economy pleases 


the man who pays the towel bills! 4. These specialized celluloses, developed 


: ‘ Company, produce soft absorbent toweling 
So get some samples now, before you place 


your next towel order. Test them in your own 5. [his toweling is then given the Aqualized 
washroom. Compare them with any other dry- sole property of Brown Company—whiel 
ing service. Learn the practical meaning of cellulose fibres into strong cloth-like Aqualiz 
Aqualized! Manufactured solely by Brown 

Company, 420 Lexington Ave., New York, N.Y. I~ 









NIBROC* 
AQUALIZED 


AN EXCLUSIVE WET STRENGTH PROCESS 












HOW TO GET AQUALIZED TOWELS 


The Aqualized feature is now available in the well- 
known NIBROC brand. Sold by leading paper mer- 
chants throughout the United States and Canada. TOWELS 
Test samples and name of your local distributor fur- 
nished when requested on your business letterhead. 






® REG. TRADE MARK 





A CELLULOSE PRODUCT OF Sim 
BROWN COMPANY = 


“AQAA SOOO 
\) 


NIBROC f 


INIGWERUVA NI MUKIh, 20 he 


REG. U, S. PAT. OFF. 








To lower 

POWER BIT 

Costs... 
buy 


APE 


When you buy Power Bits, you 
are just buying service—so many 
thousand screws driven before 
the Bit is worn out. 

























































And that’s all APEX is trying to 
sell you—service in driving 
more screws, and Plus Value by 
reconditioning Apex - Phillips 
Bits for additional service. 






































An APEX- Phillips  recondi- 
tioned Bit has the same quality, 
and will give the same service 
that it did originally. Thus, you 
see, the same Bit can be used 
time and time again before dis- 
carding. The nominal charge for 
reconditioning represents a sub- 
stantial saving. 





















































Many of the largest companies 
maintain a revolving supply of 
APEX-Phillips Power Bits. As 
Bits wear out, they are returned. 
These are replaced with recon- 
ditioned APEX- Phillips Bits 
sent in previously. 









































The investment in Phillips Pow- 
er Bits is thus kept at the mini- 
mum; there is no loss of time in 
making replacements, and again 
APEX Service lowers Power 
Bit costs. 


If you didn’t know about this 
service, write us and we will 
explain it in detail. 


Phillips Licerse No. 2 
Patent Nos. 2046837-38-40 


The APEX MACHINE & TOOL CO. 


Dayton, Ohio 





RETO SE 
For 














additional product 
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Heber O. Wolfe lias been appointed 
purchasing agent of the Chicago & Alton 
Railroad, with headquarters at Chicago. 
He has been with the road for 23 years 
practically all of his service being witl 
department. For the past 
seven years, up to the time ot his new 


the stores 


appointment, he has been division store 
keeper at Bloomington, III. 


Lawson K. Harvey, 
of the Pittsburgh branch of the Kroget 
Grocery and Baking Co., has been named 
merchandising manager of that organi 
j 
1 


purchasing agent 


JTO 


zation, in charge of the sales an 
cery purchasing departments 


Col. Frank Hall Lawton, {for the past 
twelve years general purchasing agent 
for the Federal Barge Lines, New O1 
leans, has resigned from that 


positior 
luties have been taken 
} 
| 


The purchasing 
over by J. S. Powell, vice president 

S. H. Allen has been appointed to 
the newly created position of purchasi 
agent for Lincoln County, Tenn 





H. R. HAFFERKAMP 


Mayne Hilkert has been appoint 


sistant to the purchasing agent of th Howard R. Hafferkamp has been ap- 
Chicago, Indianapolis & Louisville Rail pointed Supervisor of Purchases for the 
way, with headquarters at Chicago. M1 Bendix-\W\ estinghous« \utomotive Ait 
Hilkert has been in purchasing work f Brake | with offices at Wilmerding 
the past 30 vears, with the Wells Farg He has been associated with this 
Express Co. in New York City, and the livision of industry tor many years, 
C. I. & L. in Chicago. Under the Fed ind prior to his present appointment has 
eral Railroad Administration he als served in a purchasing capacity suc 
served in the purchasing departments of eSS1\ Steel & Tube Co. of 
the Big Four and the Santa kx America, Yellow Truck & Coach Co., 
ka tik \ X& ( and the Inde 
Raymond S. Page, purchasing agent o endent Pneumatic Tool C 
the Federal Shipbuilding & Drydock C 
Kearny, N. J., has been elected a dirs C. A. Boss has resigned as vice pres 
tor of the Ampere Bank & Trust Co lent and purchasing agent of the Den 
East?Orange, N. J. ton Sleeping Garment Mills, Centerville, 


neteen years with the 


George W. Leigh, purchasing agent mpal Mr. Boss is a past president 
and general storekeeper of the Soo Line f the Kalamazoo Valley Association, 
has retired from active business, after and is currently serving as Vice Presi 
more than 37 years of service with th lent for District No. 4, N.A.P.A 


railroad. 
J. L. Dorsey has been appointed pur- 
assistant puri i 


(Ohio) 


Carl Weaver, hasing hasing agent for the Utah Railway Co., 
agent of the Troy Sunshade with headquarters at Salt Lake City. 


Co., has been named a member of the 


city planning commission in that con Kenneth Chambers, {or the past nine 
munity. years purchasing agent for the Republic 
ng & Mig. Co., Aluminum Co. sub 
Major George J]. Cronin, State [ur sidiary at Bauxite, Ark., has been ap 
chasing Agent for Massachusetts, wa pointed to the position of buyer in the 


department of the Aluminum 
Pittsburgh. Mr. 


administration last Chambers has been active in civic affairs, 


one of the guest lecturers in the State purchasing 
University 
‘ipal finance and 
month. 


Extension Course on muni LO Ol \merica, al 


ind was serving as pre sident of the RBen- 


iuxite Rotary Club at the time of 


Joseph C. Jankovsky, formerly Sta transi« Harold M. Rogers, {ormer- 
Purchasing Agent for Colorado, has y assistant chief clerk, succeeds Mr 
been named president of the Colorad ambers as purchasing agent at Baux 
Civil Service Commission te 





Buver’s Director 








What Material did these 


Manufacturers use to Trim Costs‘ 


i a 


1. HERE ARE A NUMBER | 
\merican Quality Cold Rolled 
smooth, shining, eye-appealing 
products which can be fabricat 
Strip Steel is without limit 


N ANY manufacturers 

“that American Quality ( 
Steel fabricates more easily 
outstanding job in many pla 
expensive metals were forme 
with ease in fabrication and 
costs, this product offers a 

2. DEEP DRAWS present no problems to Ameri- 3. PARTS THAT ARE LIGHT in weight, attrac- hnishes that attract the consu 

can Quality Cold Rolled Strip Steel. Here is a tive in finish and durable can be made at low An amazing number of p 


typical example of the way this product sim cost with American Quality 


Ap duced from American Qual 
plifies deep drawing problems Cold Rolled Strip Steel. woul 


Strip Steel as well. The cor 


edges, tempers, finishes and 


4 this product is available ma 
A parts that must be light in we 

size and attractive in appeara 

Whether you make comp 


parts we can assist you 1n pla 
CO LD ROLLE D economical application of ( 
Steel to your needs. Why not 


S T we | p S TE EL lem up to our engine¢ rs an 


Call the man from the Ameri 
Company—today. 


AMERICAN STEEL & WIRE COMPANY 


Cleveland, Chicago and New York 


Columbia Steel Company, San Francisco, Pacific Coast Distributors 
United States Steel Export Company, New York 


ee 












































64 PURCHASING 


T. B. Parsons, for the past three A. E. Phelps has been appointed Gen tion organizations, as field engineer, con- 
years buyer of chemicals, stores sup eral Purchasing Agent of The Austin struction superintendent, and as an engi- 
plies, and automotive equipment in the Co., engineers and builders, with head neer at the Austin fabricating division. 
general purchasing department of the quarters in Cleveland. Mr. Phelps joined 
Aluminum Co. of America at Pittsburgh, the company in 1919, in the engineering 
has been transferred to Vancouver, 

Wash., as District Purchasing Agent for Norman Mattson has been appointed 
the company, which is now starting con- purchasing agent and freight es Se 


the Consolidated Olympic S. S. Co 


sé ittle 


struction of a new three million dollar 
plant on the Columbia Rivet 


, 


Howard J. Flanders has been appoint- 
ed purchasing agent for the newly o1 
ganized Seattle-Tacoma Shipbuilding 
Co., with headquarters at Tacoma, 
Wash. He was formerly assistant put 
chasing agent for the Todd Seattle Dry 
Docks. R. P. Gallagher, formerly pur 


chasing agent for the Seattle 7imes, has 


Stainless Steel Commercial 
Trailers 


ACCORDING TO an announcement 
leased by the Fruehauf Trailer Com- 
pany of this city and the Edward G 
Budd Manufacturing Company of Phil 
idelphia, the Fruehauf Company is 
lacing on the market a new line of 
ight, stainless steel freight trail- 
fabricated by the Budd “Shotweld” 


been appointed as assistant to Mr 
Flanders. 


1 


John C. Dinsmore, {formerly purchas- 
ing agent for the University of Chicago, 
and more recently business manager for 
the Billings Memorial Hospital of the 
University’s Medical Group, has been 
named vice president of the Automatic 


The “Shotweld” process used in the 
inufacture of these new trailers was 

loped by Budd for the manufacture 
stainless steel automobile bodies and 





Canteen Co. of America. Mr. Dinsmore A. E. PHELPS railroad cars. This process, which pro 
was for many years active in the affairs — lu 


es a welded joint stronger than the 


of the Chicago Association, serving as riginal unwelded section, gives prac 


secretary and on the national executive tically an instantaneous electric weld 
committee. He organized the purchas department, and has served as its Dis and has the advantage of not disturb 
ing department at the University, was a trict Purchasing Agent from 1928 to I the molecular structure of stain 
pioneer in the teaching of purchasing 1931, and again from 1937 until the pres less steel or impairing its strength. The 
courses, and author of one of the first ent time. In the interim he held various stainless steel units will be used with 
text books on the subject posts with Austin and other construc the standard Fruehauf understructure 





UY WIPING CLOTHS 
BY SPECIFICATION 











The Sanitary Institute of America Consists of Forty-Seven Members vwv 
in Twenty-one of the United States and Canada, This advertisement is 
sponsored by the Following Members: 


Brooklyn, N. Y. Cleveland, Ohio 
AMERICAN SANITARY RAG COMPANY MANSCO CORPORATION 
3524 East 74th Street contained in thes bale of 


600 Degraw Street 


pachege heve been produced 


DELIA WASTE PRODUCTS CORPORATION Puvbarsh, Pe. wd ened ening 
1557 Dean Street ARMSTRONG SANITARY WIPERS COMPANY Snaary bere 


Chieago, Hlinois 1233 Spring Garden Avenue, N. S. of Americe 
AMERICAN SANITARY RAG COMPANY ayy) sata . 
1001 W. North Avenue SCHEINMAN-NEAMAN COMPANY 


1024 Vickroy Street 





BAYLIS SANITARY SUPPLY COMPANY 
220 West Ontario Street St. Louis, Me. 
CHICAGO SANITARY RAG COMPANY WIPING MATERIALS INCORPORATED ee 
2137 S. Leomis Street 2000 N. Main St. The misuse or transherring of the label to any 
other package or bele is 2 mindemeoncs, and 
For prices and samples write any above member. For Institute specifications Sy Spe See Senne 


Correct Werght Guaranteed 


write any member or The Sanitary Institute of America, 105 West Monroe 
y owe we 


Street, Chicago, Illinois. 














For additional products see Buyer's Directory, page 107 
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From stem to stern you can find innumerable traces of Scovill’s 


hand in helping other manufacturers 
ping 


parts in quantity to order, perhaps more economically than the 
customer could . .. by performing the entire production job 

. or by supplying brass, bronze or nickel silver as sheet, rod, 
wire or tubing, for fabrication by the customer. 


Scovill’s manufacturing service is as varied as the industries 
served. Manufacturers of such diverse products as flashlights, 
electric ranges, cosmetics, garden hose equipment, automobiles, 
X-Ray equipment, electrical appliances, etc. use Scovill as their 
factory for the production of drawn and stamped parts, metal 


. by producing metal 





part assemblies, as well as parts completely finished ready for 


assembly into their products. The fabrication can be from 


ae 











Ses! 


COV 


MANUFACTURING COMPANY 
WATERBURY, CONN. 











= 





a 





aluminum or steel as well as copper alloys, for Scovill works in all of these. 


To users of turned and cold headed parts, the Scovill Screw Products Division offers a 
complete service, producing turned parts from the very smallest up to parts from 
diameter rod and a full line of cap and machine screws and cold headed parts. 


Condenser tubes, plumbers’ brass goods, containers and closures are examples of prod 
made complete by Scovill. 


Thousands of firms have used Scovill’s facilities to advantage . . . turn to Scovill 
designing and engineering help and for the economies or improvements in quality made 


possible by their experience and equipment. 


Our booklet “Masters of Metal” will give you an idea of the breadth of this servic 
Address 42 Mill Street, Waterbury, Connecticut for a free copy. 





Boston Providence New York Philadelphia Syracuse Pittsburgh Detroit Chicago Cincinnati San Francisco Los Angeles 
IN CANADA: 334 King Street, East, Toronto, Ontario 
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BOFFEY MEMORIAL AWARD 
TO CHAMBERS 


The Bottey 
1939, for essays on purchasing topics 


Memorial Awards for 


by students in colle ve courses ot business 


administration, have been announced by 
the National Association of Purchasing 
\eents as follows 

First = prize f $200 to Frank G 
Chambers of Salt Lake City, student at 


the Harvard University Graduate School 
of Business Administration, for his paper 


Price Forecasting by 


on “Commodity 
the Purchasing Executive.” 

Second Prise of $150 to David 
Francis of Huntington, W. Va., studer 
at Harvard University Graduate Scl 
j Administration, for 
paper on “The Effect the Guffev Act Ha 
Had and Will Have on the Industr 


of Business 


“Yes, Sir—145 Strokes per 
Minute on 6x6" SAE 1015 
—132-140 Brinnel—One 


Complete Cut Every 


7 Minutes!” 





@ The above remarkable (but not 
unusual) record was hung up by an 
Atkins Super-Power Blade. It is only 
one of many similar record-breaking 
performances reported for high speed, 
heavy duty, accurate metal cutting by 
these sensational blades. 

















Does it suggest a trial of Super-Power 
Blades in your own shop? See for 
yourself how the new Atkins develop- 
ments—new tooth design and new 
tooth pattern—in a blade of Atkins 
Silver Steel help cut costs and increase 
profits. 


ATKINS**’SAWS 


“FOR EVERY CUTTING JOB ATKINS HAS THE EDGE” 





E. C. ATKINS AND COMPANY, 446 S. Illinois St., Indianapolis, Indiana 
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Buyer or Purchasing Agent.” 

Third Prize of $100 to John F. 
Pritchard, Jr., of Kansas City, Mo., 
student at the Harvard University 
Graduate School of Business Administra 
tion, for his paper on “The Purchase 
Budget.” 

Fourth Prize of $50 to W. D. Richins 

Baton student at 
Louisiana State University, for his paper 
on “An Appraisal of Speculative Pur- 


Rouge, La., 


iS 


Honorable mention was given to How 
ard F. Hamacher of Boston (Harvard), 
“Application of the Statistical Method to 
Industrial Procurement”; Willard S 

rad of Meredith, N. H. (Louisiana 


State Univ.), “Specifications Their 
Uses and Practicability”; Frederic E. 
Di Ir., of Glendive, Mont., (Harvard), 


“The Purchase of Steel Parts”: and Wil 
lam A. Harmon of Athens, Ohio, (Har 
ard), “ Accounting for 
Resulting from 


(,ains al 
Forward Buy 


There were &9 entries in the contest, 
rease ot 33 over the previous year 
pl 


Phe contestants represented sever 


ols, as follogvs: 


rd University, Graduate 
School of Business Ad 
mistration: ...<<«. ee 
louisiana State Universitv. ~<« OO 
Columbia University . & 
University of Pennsylvania, 
\\V harton School ot Con 
Tce and Finance 7 
University of Michigan 5 
Notre Dame University 2 
New York University.... ] 
Four of these Louisiana, Michigan, 
Notre Dame, and N. Y. U.—were new- 
comers to the list this vear. The 1938 
contest had entries from eight schools, 
ve of these, each with a single entry 
in the previous contest, did not participate 
this year 


The N.A.P.A. Committee in charge 
f the contest and judging of papers, 
nsisted of George W. Aljian (Chair 
nan) of the California & Hawaiian 
Sugar Refining Corp., Ltd., San Fran 
cisco, M. L. Brower of Master Electric 
Cx Davton, Oakley W. 
Crown Zellerbach Corp., San Francisco, 
F. Albert Hayes of American Hide & 
Leather Co., Boston, and H. D. Patridge 

Indian Territory Illuminating Oil Co., 
Bartlesville, Okla 
judging committees are as 


Dexter of 


Re P10! al 


M. L. Brower (Chatrman), James A 
Graham of Dayton Steel Foundry, and 


J. Cobey of Aetna Paper Co., Dayton. 
I \. Hayes (Chairman), Major 
George J. Cronin, State Purchasing 


Agent for Massachusetts, and Warren 
W. Loomis of the Christian Science 
Monitor, Boston. 

H. D. Patridge (Chairman), Frank W 
Robertson of the Skelly Oil Co., Tulsa, 


jf 
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FINE 


MADE IN 








FATERS 


DALTON, 


The words you use in the letters 


are important. You choose them 


Do you choose with as much care t 


paper on which to write these words 
fully consider the part paper play 
business of correspondence? It is 

a vehicle for carrying words. It 
partner, speaking for you with for 


tinction, according to its quality and 


Naturally, the best paper afford 


words the best partnership. And the b 


— proved by time and usage — is pa} 


from rags (cotton and linen fibres). A 


Papers are made from cotton and lin 
So they were in 1801 when they 


by hand. So they are today, made o 


machines. Paper so made, of enduring 
coupled with skill and experience, « 
respect, lifts letters to new levels of 
When next you order letterheads 
printer, engraver, or lithographer 
proofs on Crane's and see for your 
much this partnership with such | 


means to your letters, your prestige 


Crane’s Bond — leader of the 

Fine Papers — is the first paper to be 
paper.”’ Crane’s Japanese Linen and 
are other fine papers for business 
those who take pride in their corres} 
all written forms, to be on the Cra 
of excellence throughout their 


Let the Crane mark in paper be 


MASSACHUSETTS ¢« SINCE 
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“Clever, These Chinese!” 


The cleverness of our staff of technicians 
comes not from sleight-of-hand, but from a 
wealth of knowledge and éxperience gained 
from problems of the same kind as yours. 


When you need information or advice on any 
matter pertaining to adhesives, call in the 
‘“Mikah Boys.” 


National ADHESIVES 


DIVISION OF 
Nationa, StaRcH PRODUCTS Inc. 


820 Greenwich St., New York - Chicago - Philadelphia - Boston - San Francisco 
and All Principal Cities 
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and W. H. Barclay of Darby Petroleum stone in the history of purchasing and 
Co., Tulsa. of Association progress 
The final judging committee included: The dates—June 3, 4, 5, 6. The plac 
Oakley W. Dexter (Chairman), James Cincinnati. The headquarters hotel 
MacPherson of Standard Oil Co. of the Netherland Plaza. 
California, San Francisco, and Martin The general committee, which has been 
H. Gerry III of Stanford University, hard at work since its organization las 
San Francisco fall, comprises the following members o 
the Cincinnati Association: 
N.A.P.A. CONVENTION COMMITTEES General Convention Chairman, Wil- 
liam McK. Reis of the R. K. LeBlond 
With the Twenty-Fifth Annual Con Machine Tool Co. 
vention of the National Association of Vice Chairman, Harry Fenner of the 
Purchasing Agents now less than four Cineinnati Shaper Co. 
months away, plans are well in hand to Secretary, C. W. Franklin of tl 
make this “Silver Anniversary” meeting Andrews Steel Co. 
an occasion of outstanding interest and Treasurer, Ralph C. Lewis of the 
merit, that will stand as a brilliant mile- Warner Elevator Mfg. Co. 





PURCHASING 


Purchasing Agent, Ernest Korte of the 
Lunkenheimer Co. 

Program, Milton R Maddux of 
Hamilton County. 

Inform-A Show, Albert B. Closs of 
the Rk J Patton Co. 

Publicity, Robert G. McIntosh, Editor 

The Cincinnati Purchaser. 

te Lawrence L. Werner of the 

Cincinnati Chemical Works. 
Registration, Michael J. Moriarty of 
he U. S. Playing Card Co. 


Genera Entertaimment, Arthur F. 
Tieman of the Scallan Supply Co 
Ladies Entertainment, Marshall Hunt 


he Union Central Life Insurance Co. 
Reception, Wilbur N. Muchmore of 
he Frank F. Taylor Co 
Transportation, A. H. Bader of Joseph 
r. Ryerson & Son, Inc 
lutomobiles, George F. De Silver of 
ckering Hardware Co 
it Visitation, Louis G. Pochat of 
cter & Gamble Co 


rvice, Bernard J. Toerner of the 
Mig. & Supply Co 
Golf, | }. Bradley of the Perry & 
lerrick Co 


nnati, the host Association for 
ntion, has long looked for 


portunity of entertaining 

itional gathering, and in addition 
the mmittee chairmen enumerated 
virtually every member of the 

has been assigned t 


) some 


+} 
Cl 


Ast e convention work, undertak 
roject essentially as a “commit- 

e whole.” The current officers of 
\ssociation are: President, Wilbur 

N. Muchmore; Vice Presidents, James 
l’. Fath of the Estate Stove Co., Hamil 
d George F. De Silver: Secretary, 
lward H. Cordes of E. Kahn’s Sons 


Treasurer, Ralph C. Lewis; Na 
Director, Andrew Kueffner of the 
Machine Co.; Local Directors 

William McK. Reis, Milton R. Maddux, 
nd Ed. ( Frederick of the Frederick 


PUBLIC SPEAKING COURSE 
AT SYRACUSE 
\ course in public speaking, spon- 
sored by the Syracuse & Central New 
York Association, and conducted by Dr. 
Reese of Syracuse University, got under 


way last month and will continue weekly 

for seven weeks. This is the beginning 
f a broader educational program, which 
s expected to include similar courses on 
harts, blue print reading, and other 
rtinent subjects 


NEW OFFICERS 
CENTRAL ONTARIO BRANCH 


Che following officers for 1940 have 
been elected by the Central Ontario 
Branch of the Hamilton Association: 
Chairman, C. W. P. Curzon of Cluett 
Peabody & Co., of Canada, Ltd., Kitch- 
ener; Vice Chairman, Frank E. Mason 
of Preston Noelting Co., Stratford; 
Secretary-Treasurer, A. Brubacher of 
Breithaupt Leather Co., Ltd., Kitchener ; 



































MILES of 


Those modern stieamlined trains, 
that are equipped with Timken 
Roller Bearings, (and most of them 
are) have set new standards of rail- 
road operation. 


To the traveling public, Timken 
Bearings provide the highest pos- 
sible comfort, for the use of Timken 
Bearings means the very essence of 
smooth operation. 


THE TIMKEN ROLLER BEARING COMPANY, CANTON, OHIO 


SMILES 


Ultimately, roller bearings will be 
incorporated in a// rolling stock— 
freight, passenger and locomotives— 
of all American railroads. Such up-to- 
date equipment reduces operating 
costs and 1s one of the most profit- 
able investments railroads can make. 
The next time, ride the train that 
is Timken Bearing Equipped and 
enjoy carefree Miles of Smiles! 


TIMKEN 


TAPERED ROLLER BEARINGS 
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Executive Committee, Harold Lachman 
of Dominion Life Assurance Co., Water 
loo, C. B. Bomberger of Canadian Blow 
er & Forge Co., Kitchener, H. Anderson 
of Dominion Electrohome Industries, 
Ltd., Kitchener, T. H. Ainley of The 
B. F. Goodrich Co. of Canada, Ltd., 
Kitchener, J. Curzon of International 
Malleable Iron Co., Ltd., Guelph, Nor 
man Zinn of Galt Malleable Iron Co., 
Galt, and A. V. Haller of Blue Toy 


Brewing Co., Ltd., Kitchener 


ASSOCIATION MEETINGS 


JANUARY 2 
OAKLAND— [Luncheon meeting of the 
East Bay Group, Northern California 
lssoctation, at the Lake Merritt Hote 
Speaker: John Drucquer, “Tobacco.” 
JANUARY 4 


SAN FRANCISCO— Luncheon meet 


ing of the Northern California A 





tion, at the Palace Hotel Speaker 
Mayor Frank S. Gaines ot Berkeley 
“The Trade Route to World Peace 
° - ANUARY 8 
Typewritten Errors ) 
READING—JDinner meeting of the 


Disappear Like Magic! 


Reading Association, at the 


71 93 Henry Umberger, economist or the 
tip goes the error Provident Trust Co. of Philadelphia 


when the slight- analyzed Dr. Haney’s industrial 
est touch of an ordinary lead eter and interpreted the nditiot 
° ° . } 1 } } 
pencil eraser is applied to type- flected by it 
written errors. It’s all done in a ' 
twinkle—no_ unsightly abrasion BOSTON— Dinner meeting of the 
New England Association, at Schrafft 


marks—no wasting of time or 
stationery—no more tension dur- 


ing rush periods. 


Speaker: H. N. McGill, president of th 
McGill Commodity Service, “Ki mi 
Trends.” William A. Walter 

Pneumatic Scale Corp. led an aft 


The Amazing - New discussion on “Inventory Contr« x 


E Z E i= A 4 3 NEW ORLEANS—JDinner meeting 
7 s 2, ‘ —s the New Orleans Association it tl 


lung Hotel. Speakers: T. [D. Jolly « 
BOND AND ONION SKIN Pittsburgh, President of the N.A.P.A., 
and T. A. Corcoran of Louisville, Dis 


e A fine “crackly” rag- 
content paper for letterheads and im- 
portant forms . . . sells for less than 
most high-grade papers, yet saves JANUARY 9 
time, money and temper! Made in ee 
13, 16, 20, 24 Ib., white only, boxed nen Dinner meeting 
or in flat sheets. 


trict Vice President 


Milwaukee Association, at the Elks ( 
Round table discussion on “Follow-l 


SEND FOR GENEROUS SIZE | of Orders and Shipments,” led by Oscar 
3onesho, Theron Child and Paul Bort 
Th “PROVE IT” KIT fleth 
L- Let your Typist try 


EZERASE BOND NEW YORK— Dinner meeting of the 


— then watch the | Metropolitan Purchasers’ Assistants 
sparkle in her eyes Club, at the Hotel Great Northern 
when she erases! Speaker: Henry G. Elwell, President of 
-_- oe re Elwell, Philips & Co., traffic managers 
Gentlemen: | for industries, “Cooperation Between 
Kindly send your . , ae - 
“Prove It” Kit to: Purchasing and Traffic Departments 


Forum discussion led by J. A. Reynolds, 
“Routing of a Purchase Requisition.” 
. 





= —s—|eerrer CINCINNATI— Dinner meeting of the 
Cincinnati Association, at the Hotel Gib- 
MILLERS FALLS PAPER C0. son. Speaker: C. F. Smith, Sales Man 
ager of the Inland Container Corp., 


MILLERS FALLS. MASS. “Modern Packaging” 


\ 


For additional products see Buyer's Directory, page 
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TULSA—D inner meeting of the Tulsa 
Association, at the Chamber of Com 
merce. Talking motion picture, “Copper, 
from Mine to Market,” presented 
bh 


11 
( 
I l 


ugh courtesy of the Phelps Dodge 
Copper Products Corp Phe ne wly 
elected othcers assumed their duties at 


+} 


IS meeting. 


JANUARY 10 
MINNEAPOLIS— Annual meeting of 


the Twim City Association, at the Hotel 
Radisso1 The following officers for 
1940 were installed: President, R. W. 


Weeks ot Loose Wiles Biscuit Co., 


Minneapolis, succeeding ( B. Garvin 
of Northwestern Fuel Co., St. Paul: 
Vice President, C. E. Ryberg of Theo 
Hamm Brewing Co., St. Paul: Secre 
tary-Treasurer, Basil ] Nelson of 
Northern States Power Co., St. Paul: 
Director, J. W. Johnson of Butler Mfg 
Minneapolis 
JANUARY 11 

LOS ANGELES— Dinner meeting of 

the Los Angeles Association, at the Elks 


The program was devoted to 


levelot 

nents in plastics \n exhibit of raw 
naterials and finished products was on 
display, and a colored motion picture, 
“Modern Plastics Preferred,” was shown 
ugh courtesy of Modern Plastics 
agazine. Speakers: Albert Knoy of E 
luPont de Nemours & Co. “Plastics 

1 Synthetics”; Adolph Pahl of W. P. 

ler & Co., “Resins in Paints and Var 
and Spencer Palmer of Ter 

nessee Eastman Corp., “Cellulose Ace- 

ates 


INDIANAPOLIS— Dinner meeting of 


Indianapolis lssociation at the 
Hotel Severin Speaker (,eorge A 
Renard, Executive Secretary of N. A 
P. A.. “From One P. A. to Another.” 


WARREN—First annual “Salesmen’s 
Night” dinner meeting of the Nort/ 


ern Pennsylvania Association, at the 
ose Temple. Speaker: Dr. Martin A. 


Brumbaugh, Professor of Statistics, Uni- 
versity of Buffalo, “The Economic Back 
nd Current Business Conditions.” 


SPRINGFIELD— Ladies’ Night banquet 
1 party of the IVestern Massachusetts 
lssociation, at the Hotel Kimball. R. A 
harpentier was chairman of the com 


il 


ttee in charge. Fred G. Space of Sey 
ur, Conn., National Vice President, 
and Mrs. Space were guests of honor 


EVERETT, WASH.—P lant visit of the 
Washington Association, at the Everett 
Pulp & Paper Co., followed by a dinner 
meeting at the Monte Cristo Hotel. 
Speakers: A. B. Moody of the Everett 
Pulp & Paper Co., “Historical Record 
1f a Washington Industry,” and Thomas 
W. Paul, Vice President of the First 
National Bank, “The New Approach to 
Employer and Employee Relations.” 

DULUTH— Dinner meeting of the 
Twin Ports Association, at the Duluth 
Athletic Club. Talking motion picture, 
“Copper, from Mine to Market.” 
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Macklin White Tool Room Wheels give excellent service and 
long life on all types of tool room grinding. Made in all sizes 
and shapes Macklin Grinding Wheels cut cool and fast and 
give extremely satisfactory finish on all types of grinding. 


Ask for the services of a Macklin Sales Engineer to assist you, 
without obligation, on any grinding problem. 


AVeNG.4 8] ee] UN hf 


Manufacturers of GRINDING WHEELS—JACKSON, MICHIGAN, U. S. A. 
Distributors in all principal cities 
Sales Offices :—Chicago - New York - Detroit - Pittsburgh - Cleveland - Cincinnati - Milwaukee - Philadelphia 


For additional products see Buyer’s Directory, page 107 
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CHICAGO— “Past Presidents’ Night” Hotel. Speaker: P. E. Hodel, General waterways, highways, pipelines and air- 


meeting of the Chicago Associatwn, at Manager of the Huntington Rubber ways. The meeting was preceded by a 
the Hotel Sherman, honoring the men Mills, “What’s Doing in the Rubber round table forum on “Disposal of 
who have been leaders in association Industry ?” Scrap, Salvage, and Obsolete Equip- 
work over the past twenty-four years. ment.” 
Speaker: George A. Renard, Executive JANUARY 13 
Secretary of the N. A. P. A, “From KANSAS CITY— Dinner dance of the JANUARY 16 
One P. A. to Another.” Kansas City Association, at the Hotel 
DALLAS— Dinner meeting of the Dal- Muehlebach. The new officers for 1940, ST. LOUIS—Dinner meeting = the 
: aia: ; as announced last month, were installed. St. Louts Association, at Hotel York 
las Association, at the Adolphus Hotel. ’ Spe RG Se =) e 
: , : Speaker: Dr. Frank G. Dickinson, Asso- 
Speaker. J. A. Murphy, Purchasing ANUARY 15 sac iin ait eneikieeies: Eine 
° . ae ‘ Clg orTresso | g S, - 
Agent for Braniff Airways, who spoke J Pa bees 
; see sity of Illinois, “Business Looks at the 
on the endless precautions and prepara- LOUISVILLE— Dinner meeting of the 1040s.” 
tions for safe operation In commercial ] mutsviulle Association, at the Kentucki 
aviation. Hotel. James B. Hill, President of the AKRON— Dinner meeting of the 
L. & N. Railroad, addressed the meeting, lkron Association, at the Akron City 
JANUARY 12 rage SE Ca F aes Lat : : "Poe 
urging a coordinated program oO regu 1D ( ommodaity discussions : Car 
PORTLAND— Luncheon meeting of lation for all forms of commercial tons,” led by E. E. Cay of The Ohio 
the Oregon Association, at the Mallory transportation, including the railroads, Boxboard Co.; “Coal,” led by H. B. 


ngeman x’ The Ohio Edison Ca: 
teel,” led by Paut M. Murphy of 


YOU PAY NO MORE TO GET THIS estone Steel Products 
PITTSBURGH— Dinner meeting of the 
° a Pittsburgh Association, at the William 
g Penn Hotel. Speaker: Dr. Webster N 
Jones, Director of the College of En- 
gineering, Carnegie Institute of Tech- 
WITH nology, “Engineering and Purchasing.” 
o Dr. Jones is president of the American 


Institute of Chemical Engineers and a 
ist president of the Association of 


Harvard Chemists 






NEW YORK—‘National Night” din- 
ner meeting of the New York Assoct- 
at the Builders’ Exchange Club. 
President Thomas D. Jooly of Pitts- 
burgh, Vice President Robert Porter of 
Philadelphia, National Director John K 
mant, and National Secretary George 

\. Renard addressed the meeting. Guest 


eaker: James G. McDonald, President 
of the Brooklyn Institute of Arts and 
Sciences, “The War—First Phase.” J 
L. Crosbie led an afternoon forum meet- 
ing on the topic, “Relations Between the 
Purchasing and Engineering Depart- 
ents 


VANCOUVER—Dinner meeting of the 
British Columbia Association, at the 
Hotel Vancouver. George P. Locker of 
Seattle, District Vice President, spoke 


national affairs 





"16-POINT QUALITY-CONTROL”" Makes Possible 


A Guarantee that "MEANS SOMETHING"! HARTFORD— Dinner meeting of the 


Hartford County Association, at the 


Into every box of Parker-Kalon Cold-forged Socket Bond Hotel. Motion pictures: “Friction 


Screws goes this unusual Guarantee... a “clean bill- 


: é Fighters” and “Safari on Wheels,” 
of-health” for every screw in the box... issued by shown through courtesy of the Laurel 
Parker-Kalon’s $250,000 Quality-Control Laboratory 0:1 Co 
only after 16 rigid tests and inspections covering: 

1—Chemical Analysis. 2—Tensile Strength. 3—Duc- 
tility. 4—Torsional Strength. 5—Shock Resistance under JANUARY 17 


Tension. 6—Shock Resistance under Shear. 7—Hardness. 
8—Head Diameter. 9—Head Height. 10—Concentricity 
of Head to Body. 11-—Socket Shape. 12-—Socket Size. 
13—Socket Depth. 14—Centricality of Socket. 15—Class 
3 Fit Threads. 16—Clean Starting Threads. 

In this way, Parker-Kalon maintains a new higher 
standard of quality in Socket Screws... a standard 
that satisfies the most critical buyer. Send for free 
samples... see for yourself, 


PARKER-KALON CORP., 206 Varick St., New York. 


BOSTON— Plant visit of the New 
England Association, at the “Old Mr. 
Boston” plant of Ben Burk, Inc., dis 
lers and bottlers 


BALTIMORE—D inner meeting of the 

e Association, at the Lord 

Baltimore Hotel. Speaker : Stuart F. 

Heinritz, Editor of PURCHASING, “1940's 

Challenge to the Purchasing Agent.” 

T. B. Athey led a round table discussion 
“Advertising.” 


PARKER -KALON “ERIE — Dimes meeting of the Erie 


Fi) fumor 


{ 1 
t 


tation, at the Erie Press Club. 





For additional products see Buyer's Director hage 107 

















rd 


m 











Fesruary 1940 


Speaker: Dr. R. A. Wilkins, Director 
of Research for Revere Copper & Brass, 
Inc., “Common Fallacies in Specification 
Writing.” 


JANUARY 18 
SAN FRANCISCO—Dinner meeting of 


the Northern California Association, at 
the Elks Club. Discussion of highlights 
of the principal papers on purchasing 
problems submitted in the 1939 Boffey 
Award contest, led by O. W. Dexter, J. 
McPherson, and Martin H. Gerry III, 
who served as judges in that contest. 


DETROIT— Dinner meeting of the 
Detroit Association, at Webster Hall. 
The program was devoted to an exam- 
ination of the purchasing-sales relation- 
ship, from both sides. Three representa- 
tive purchasing men spoke on the topic, 
“Tf I Were a Salesman,” and _ three 
salesmen spoke on, “If I Were a Pur- 
chasing Agent.” The speakers: for the 
purchasing agents, D. F. Hulgrave of 
Cadillac Motor Car Co., R. J. Mauer 
of Detroit Lubricator Co., and A. W. 
Taylor of Rotary Electric Steel Co.; 
for the salesmen, W. C. Emory of Re- 
public Steel Corp., R. C. Hedke of 
Eaton-Clark Co., and S. M. Powers of 
Fafnir Bearing Co. 


CLEVELAND—Dinner meeting of the 
Cleveland Association, at the Hotel 
Cleveland. Al Mader presided at a sym- 
posium of purchasing problems led by 
six members: Robert Gray of Kaynee 
Co., “Buying the proper quantity’; C. J 
McCarthy of Master Products Co., 
“Buying at the proper price’; N. F. 
Schaufler of Acme Refining Co., “Buy- 
ing the proper service”; John Stadter 
of Glidden Co., “Buying the proper 
quality”; William Taylor of Eberhard 
Mfg. Co., “Securing the proper source 
of supply”; and Ora Young of Johnson 
Rubber Co., “The importance of de- 
veloping an understudy.” The _ partici- 
pants are all members of the class in 
public speaking sponsored by the asso 
ciation. 


TOLEDO— Dinner meeting of the 
Toledo Association, at the Waldorf 
Hotel. Speaker: J. F. Fox, chief chemist 
and metallurgist of the Doehler Die 
Casting Co., “Die Castings—Manufac- 
ture and Application.” 


ALBANY— Dinner meeting of the 
Eastern New York Association, at the 
Ten Eyck Hotel. Motion picture show- 
ing the methods of manufacturing paper 
and felt, displayed through the courtesy 
of F. C. Huyck & Sons. 


JANUARY 19 


PORTLAND— Luncheon meeting of 
the Oregon Association, at the Mallory 
Hotel. Speaker: Stafford Jennings, “A 
Story of the Seas—24 Days in an Open 
Lifeboat.” 


JANUARY 20 
DAYTON— Annual dinner dance of 


the Dayton Association, at the Miami 


Valley Country Club. 








For A DEPENDABLE 
YEAR AROUND 
SOURCE OF SUPPLY... 








COPPER and BRASS 


For month in and month out dependability, you 
can always rely on Hussey headquarters for 
copper and brass in every commercial form. 

Spot deliveries of Sheets, Rolls, Rods, Tubing, 
Wire, etc., are always assured through our 100 per 
cent control of every manufacturing process from 
mine to warehouse. 

During 1940, why not get the habit of phoning 
your nearest Hussey Warehouse for all of your 


copper and brass requirements? 


Cc. G. HUSSEY & CO. 


(DIVISION OF COPPER RANGE CO.) 
Rolling Mills and General Offices: Pittsburgh, Pa. 
Warehouses in Principal Cities 


HUSSEY Pare 








For additional products see Buyer's Directory, page 107 













"THESE LOSSES 
HAVE GOT TO 


STOP!” 





‘y 
er ; 
Pp yi, 


a | ’M tired of these endless inventory losses. It’s plain enough that there’s a lot of 

expensive thievery going on around this plant. Trouble is, we actually invite tres 
passers What's to prevent any one from coming into our place whether he has any 
business here or not? That's the thing we need to correct ; 





“That's right, Mr. Wilson. Look at the 
fence around that plant next door. That’s 
what we need They never have the trouble 
Wwe do Nobody’s going to get over that 
barbed Wire top and get away with any 
thing. The Cyclone Fence people built it 
for them vears ago and it looks as strong 
as ever Why not ask Cyclone to figure or 
our needs. Their ads say that it won't cost 


anything to get an estimate 


“Mail this coupon tor me, Miss Roberts 
We'll see what Cyclone has to offer. They 
sell more fence than anvbody else. so they 


ought to have just what we want.” 






( 1tONt Fence Co., Derr. B-20 


Waukegan, III. R | 279 p 
- , 
| Please mail me, without F EE! v6 Page 


obligation, copy of 
‘Your Fence How to Choose It How to Use Book on Fence 
| It." I am interested in fencing: Industrial 
Property Playground; Residence Es- 
tate; Schoc :) > fee 
a chool. Approximately ies kinds illustrated. This book will help you choose 
| Name ; the right fence for your property business 


Add school or home. Whether you need just a few 
aaress 


All the facts you want to know about fence. 14 | 


feet of fence or miles of it, buy no fence until 
| City you see what Cyclone has to offer. Mail the 

coupon, today 
| State 
-——_— Gene GEEEEEED GEEEEEED CREED GED GEES GEES GEES GEES GEES GED Ge Ce Ge Gee ee 

sy) CYCLONE FENCE 
CYCLONE FENCE COMPANY, Waukegan, III. 
Branches in Principal Cities 
Standard Fence Company, Oakland, Calif., Pacific Coast Division 
United States Steel Export Company, New York 

€ a 
a 


For additional products see Buyer's Directory, 


PURCHASING 
JANUARY 22 
BETHLEHEM, PA.— Dinner meeting 


t the Lehigh Valley Association, at the 
Bethlehem Clu Speaker: George A 
Renard, Executive Secretary, N. A. P. 
\., “From One P \. to Another.” 





JANUARY 23 
NEW HAVEN—Dinner meeting § of 


the Con tcut’ <lssoctation, at the 
Union League Club G. | Harcke of 
the Au Reduction Sales Co gave a 
ectur ] 


ture and demonstration on liquid air 
Che new officers tor 1940, as announced 
last month, were installed at this meet- 


SYRACUSE— Dinner meeting of the 
syracuse & Central New York Assoct 
ttion, at the Onondaga Hotel. Speaker: 
H. N. McGill, President of the McGill 
Commodity Service, “Buying Policies in 
1940.” Sound motion picture, “The Man 


facture of Stainless Steel.” 


HUNTINGTON, W. VA.— [Dinner 
neeting f the Tri-State Assoctation, 
at the Hotel Prichard. Discussion led 

W. E. Wheeler of Emmons-Hawkins 
Hardware Co., “The Paper Industry”; 
J. C. Shirley of Green Bag Cement Co., 
“Oil and Its Relation to Present Con 
litions’”; A. A. Meyer of West Virginia 
Nail Co., “Buver’s \greement to Pay 
Taxes on Purchases”; and R. E. Wright 


Standard Ultramarine Co., “Labor 


1 n, at the Chamber of Com 

Speaker Dr. F. T. Gardner, 

Professor Chemistry, University of 

Tuls emure the Industrial 
\ rt \ 

OAKLAND—Luncheon meeting of the 

East Ba Grout Northern Caltfornia 

at the Lake Merritt Hotel 
Speake lohn B. Knox, “Three Mayor 
S Br ess,” 


PROVIDENCE—D inner mecting of the 
Rhode Island A tation, at the Nar 
iwansett Hotel. Symposium on muni 

i] and institutional purchasing, led by 
Villiam G. Morse of Harvard Univers 
tv, Frank A. Page of Providence School 
Department, Edmund A. Truelove of 
Public Works Department, and William 


H. Callawa O City of Warwick 
: | he meeting were 


\t ng the guests at t 
Prof. Howard T. Lewis of the Harvard 
Graduate School of Business Administra- 
tion and Herman L. Landgraf, Rhode 


1 ] ’ 7 1 

and State Purchasing Agent. Carl 
oo lucted an afternoon forum 
uels, preceding the meeting 


JANUARY 24 


ROCHESTER—Annual Industrial 
roducts Exhibit of the Rochester As- 
ratio} it the Powers Hotel \ most 


ve and informative display was 


I 


pen throughout the day and evening. 
ink W Love 1OV Oo} the Socony Vacu 

il Co. addressed the dinner meet 

ng on the topic, “The Purchasing 
nt Place in Modern Marketing” 
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| C. D. Hart of Taylor Instrument Com- 
panies was chairman of the exhibit com- 
mittee. 





COLUMBUS— Annual football ban- | 
quet of the Columbus Association, at 
the Columbus Athletic Club. Coach 
Francis Schmidt of the Ohio State Uni- 
versity was the principal speaker, and 
outstanding members of the football 
team also addressed the meeting. Mo- 
tion pictures of the Minnesota and 
Michigan games were shown. 


JANUARY 25 
SAN FRANCISCO— Luncheon meet- 


ing of the Northern California Associ- 
ation, at the Palace Hotel. Speaker: 
Attorney Elliott M. Epsteen, “Price Fix- 


ing Legislation—What and When?” FIND HIDDEN PROFITS 
JANUARY 26 | IN SHIPPING 


Y CHICAGO— Meeting of the N. A. P. ile oe tea 
A. Executive Committee, Stevens Hotel. 





THERE ARE SIZES 
AND TYPES OF 
BASSICK CASTERS 


FOR EVERY NEED S. PORTLAND—Luncheon meeting  of| 
7 ha 





the Oregon Association, at the Mallory 
Hotel. Motion picture, “The New | 
Oregon Trail,” produced by the State 
Highway Department and setting forth | 
outstanding scenic and recreational at- | 
tractions of the state. 


JANUARY 29 @ Hundreds of products—r1rom 

: burners to set screws—now are be 

'WORCESTER— Dinner meeting of the handled and shipped faster and 
A orcester County = 1ssociation, at the economically because of shipping pa 
Bancroft Hotel. Speaker: H. N. Me- recommendations made by the Gene: 


Gill, President of the McGill Commodity | Box Laboratory staff 


Service, “Economic Trends.” | 


These highly trained and experienc 
technicians are thoroughly familiar 


all modern shipping procedures. The 
are helping manufacturers make imy 


Pennsylvania's Industrial 
Advance 





new plant construction and equipment | avoiding the use of unnecessary material 


WHEN YOU BUY | were started or scheduled by Pennsyl- 
vania industries and utilities during 1939.| ff ing, and by eliminating practically 
CASTERS SPE I Y This tremendous expansion reveals damage claims. 
C F | the broad front of Pennsylvania’s in- 


ARE YOU SURE OF 


dustrial advance. Representative plants | Bed 
“ of scores of the state’s most important MINIMUM SHIPPING COSTS? 
industries in every secti f Pennsyl- | 
dustries in every section of Pennsyl Why not be sure that your products | 
vania reported they are enlarging their 


pvadbietive capacity the advantages of minimum shipping 
« awl ° 





BECAUSE —You buy the prod- The figure is more than twice as plus maximum protection? There 
uct of the largest manufacturer large as the total of new capital invest- General Box engineer located near 
—and the leader in the caster ment in Pennsylvania industry in any | Ask to have him call, or just mail t 
business. recent year, and exceeds the figure for coupon for compiete information 


any other State in the Union for 1939. is no obligation. 


j BECAUSE—You buy a quality | The total is revealed through a sur- 
product backed with a guaran- vey by the Pennsylvania Department of ev 
tee of satisfactory service. Commerce, in which the figures were G ie ie > R A L 34 @) >. 4 
BECAUSE —You buy the assembled directly from hundreds of | COMPANY 


: : companies. 
economy of quantity production. General Offices: 
48 West Illinois Street, Chicago, ll 





| 
Bassick distributors are conveniently Purchasers Promoted | District Offices and Plants: Brooklyn, Cincinnati, 
located for prompt delivery, and Deten, Saver Citas Lous ——a 
: . —— fie “ ew tleans, edvoygan, as . ouls, 
factory orscton peated are at your HP. ee a Aang Winchendon, Continental Divisions iGmaiannannn 
service. Just call or write. ing agent for the Oklahoma Pipe Line 
Complete Catalog on Request | Co., Tulsa, and more recently engaged in 









managerial duties for that organization, 
which he has served for 22 years, was 
THE BASSICK COMPANY elected secretary of the company last 
Bridgeport Connecticut | month. F. A. Warterfield, who succeed- | 


A 


Division of the Stewart- Warner Corp., Chicago, Ill | ed Mr. Hellinghausen as purchasing 
Canadian Factory: | agent, was named to the Board of Di-| 

Se ae rn ae 2 ee ee 2 i een mh - | rector 

OF CANADA, LTC BELLEVILLE, ONTARIO haere wear ne 


Name 
Address 


City__ State 





For additional products see Buyer's Directory, page 107 











Expenditures of $194,846,109.00 for | tant savings; by lowering tare weight 





; 


providing for faster handling and pach 





( ) Have a General Box engineer call. & Es * 7 
( ) Mailfacts about General Box service pia 

= 

& 





hao 
















OAL 
“Yh lhe Best™ 


When you add up the coal bills for the year, 
you'll find that Champion packs the extra value 
you like to buy. We actually tailor-make it to 
suit your combustion requirements! Champion 
is scientifically cleaned—you buy no unburnable 
refuse. It is accurately sized and thoroughly 
prepared to give you peak 
evaporation, higher overall 
efficiency .. . maximum results 
per pound of coal! ® Prove if to 
yourself—make your next order 
read “Champion Coal.” 

















PITTSBURGH COAL COMPANY 


General Offices: Oliver Building., PITTSBURGH, PA. 


Cleveland, Ohio Sault Ste. Marie, Mich. Buffalo, N. Y. Utica, N. ¥. 
New York City Philadelphia, Pa. Youngstown, Ohio 
PITTSBURGH COAL CO., LTD., London, Ont.; Hamilton. Ont.; Toronto, Ont.; Windsor, Ont. 
PITTSBURGH COAL COMPANY of Wisconsin, Duluth, Superior, Minneapolis, St. Paul 
MILWAUKEE-WESTERN FUEL COMPANY, Milwaukee, Wisconsin 





PURCHASING 


Milwaukee Purchasing 
Report for 1939 


The annual report of the Central 
Board of Purchases for the City of 
Milwaukee has been made public by 
Joseph W. Nicholson, Purchasing 
Agent and Secretary of the Board. 
Mr. Nicholson is a past president of 
the National Association of Purchas 
ing Agents. The report says in part: 

During the year 1939, approximate 
ly $3,300,000 worth of materials, sup 
plies, equipment and minor service 
were purchased by the Board. The 
central office handles purchases up to 
$1,000, hecks invoices and writes 
the combination purchase _ order, 
voucher and inspection forms. In con 
nection with the writing of these doc 
uments your attention is called to the 
installation of complete tabulating 
equipment by the City Comptroller's 
department. This equipment is of in 
estimable value to the city in that all 
requisitions are checked against avail- 
able stocks on hand before being sent 
to the Purchasing Department. This 
is only one of the functions of the 
[Tabulating Division which also sup 
plies information to the Board of Es 
timates and the Purchasing Depart 
ment regarding amounts of various 


kinds 


»f articles purchased, prices paid 
ind other pertinent information of 
value in determining probable expen 
ditures and in estimating budgets 
This has already reduced materially 
the stocks on hand in various depart 
nents and also has_ reduced the 


unts allowed in new budgets 
Contracts exceeding $1,000 and all 


controversial matters are referred to 
the Central Board of Purchases for 
n The Board also determines 
1es Meetings are usually held 


nce a month or as often as necessary 


transact business 


Insofar as it is economical and 
practicable, full competitive bids are 
taken on all purchases made. There 
are some exceptions to this rule, how 


ever, for example 
Where departments have standard 
zed on certain makes of equipment 
such as typewriters or adding ma 
Board of Purchases deems 





“Yours on Request’’—the latest catalogs and manu- 
facturers announcements, information on new 
industrial products. Are you using these depart- 


ments? Turn to pages 8 and 94. 





dvisable to continue this stand 
ardization in the interests of econo 

provided, however, the manufac- 
turer of this equipment does not low 
er the quality of his product or raise 
his price on the assumption that he 
will receive this business anyway 


On equipment where the prices are 
published and discounts are established 


vernmental agencies, this pol 





can be followed. On equipment 

h has no such stabilized or pub 
hed prices and discounts, such as 
rucks for example, such a pol 

















PURE THREE POINT LUBRICATION 
A Complete Line of Industrial Petroleum Products 





For additional products see Buyer's Director 


A Pure Oil engineer will help solve your 
lubrication problems. Write today. 
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icy is inadvisable owing to the fact 
that competition is necessary to ob- 
tain fair prices. There are a few 
other special cases usually covering 
patented or proprietary articles on 
which competition cannot be obtained 
On the whole, however, full and open 
competition is obtained on the great 
majority of purchases. 

As rapidly as any items become 
standardized these purchases are made 
on contracts placed by the Central 
Board of Purchases. As an illustra- 
tion of this, an annual contract for 
$50,000 net value of electric lamp 
bulbs is placed after complete physi- 
cal tests and full competition. The 


following factors are considered in 
the award of this contract: price, 
lamp life, amount of light given, 
amount of current consumed. This 


contract has proven so attractive from 
the standpoint of saving public funds 
and because of the sliding scale of 
discounts offered depending upon the 
amount purchased, that the Milwau- 
kee Auditorium, a quasi-public insti- 
tution, and the Milwaukee County 
Board of Supervisors have made their 
purchases on this contract for some 
time. These lamps are delivered by 
the contractor as required. 

The cost of operating the Central 
Board of Purchases was $32,354 
slightly less than 1% of the total cost 
of goods purchased during the vear. 


or 


The Central Warehouse has been 
discontinued after having been op- 
erated approximately twenty-eight 


years but most of the stock formerly 
carried in the Central Warehouse is 
now carried by the department ware 
houses, each department head _ han- 
dling stock peculiar to his own needs. 
Supplies which are commonly used 
by city departments, such as station- 
ery, office supplies, dust cloths, flash- 


light batteries, etc. are now carried 
in a storeroom in the city hall base 
ment which is open to city em- 


ployes two mornings per week. The 
two former employes of the central 
warehouse operate this storeroom as 
well as take care of the general in- 
spection work in the field. Specialized 
inspection work is handled by a repre 
sentative of the City Testing Labora 
tory, a representative of the Bureau 
of Weights and Measures, and a rep- 
resentative of the Citv Engineer’s De- 
partment. 

During the year the City Purchas- 
ing Agent has assisted the Federal 
government in its studies of price con- 
trol and the effect of foreign war ac- 
tivities on prices in this country. He 
has also assisted the Federal gov- 
ernment in revising its procurement 
system. 

During the year the Central Board 
of Purchases has provided for a more 
rigid control of printing work performed 
by job printers requiring that the work 
must done in a fully satisfactory 
manner and that no substitutions in the 
quality of paper stock may be made. 

Many economies were made during 
the year through the substitution of 
the proper quality of merchandise for 


be 


intended, 


the use 
quently departments will ask for lum- 
ber which is of a higher grade than 
actually needed for repair work. With 
the consent of the head of the depart- 
ment a lower grade is substituted at a 
marked saving. 


for example, fre- 


The department continued to re- 
port all cases of suspected collusive 
bidding to the Federal Trade Commis- 
sion and to the U. S. Conference of 
Mayors at Washington, D. C. Many 
investigations have been made by the 
Federal Trade Commission on the 
basis of these reports and there has 
been a noticeable decline in the num- 
ber of collusive bids. 

Centralized purchasing has produced 
savings averaging 15% below prices 
which would have to be paid were 
there no centralized department. 
3riefly, these savings are brought 




























































about in the following manner: 
1. Combining purchases. 


2. Improving quality 
use of specifications and by 


inspection of deliveries. 
3. Obtaining full and open ¢ 


tition. 


4. Obtaining prompt deliveries thu 


preventing 
partments. 


5. Taking advantage of all cash dis 


expensive delays 


proper 


in 


counts which in 1939 amounted | 


proximately $18,000. 


6. Studying the market trends 
7. Reducing 


work. 


the 


8. Standardizing. 
9. Reducing sales costs by 


it possible 


tor 


salesmen 


amount 


to 


one place instead of many 
The Central Board of 
composed 


of 


the 


Mayor, 


of 


( 


( 


nN 
al] 


x 


a 


through 


Pure hast 





tne 





FLAIR 


? 2 
= for ZA smadly 
- 


opoanted taille 


A 


oo outstanding pattern in finest 
silver plate— permanently guaran- 
teed against wear—was created by us 
to harmonize with English Silver De- 
signs now so much in vogue. It is 
made for us from our dies by one of 
the country’s leading silversmiths - 
You will find our prices much lower 
than those of other manufacturers 
for wares of like quality - We would 





like to acquaint you with Fair. Ex- 
amine this beautiful new pattern at 
any of our Salesrooms or write us for 
a sample for inspection. 


See pages 206 and 207 of our 


1940 Catalog for complete price list 


L.& 0. MAYERS C0. 


ESTABLISHED 27 YEARS 

IMPORTERS + MANUFACTURERS + DISTRIBUTORS 

545 FIFTH AVENUE, NEW YORK 
170 BROADWAY, NEW YORK 


1LSO PHILADELPHIA + BUFFALO 
1LBANY + HARTFORD 















Fabricated Piping Materials 


BENDS + FLANGES - VALVES 
WELDING FITTINGS 
BOLTS AND GASKETS 


A complete price list of all necessary 
materials for fabricating piping. 


WRITE FOR BULLETIN 305 


10 FORTY-THIRD ST., 
PITTSBURGH, PA. 


PITTSBURGH PIPING & EQUIPMENT CO. 
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chairman, the 
mon 


Public 


President of the Com- 
Council, the 


Works, the 


Commissioner of 
Director of the 


Milwaukee Public Museum, the Li- 
brarian of the Milwaukee Public Li- 
brary, the Superintendent of the 
Water Department and the Secretary 
f the Board of Estimates 

The Board Operates a lepartment 
cated in the City hall Che city pur 
chasing agent, who is also secretary 


t the Board, is in direct charge of 


Chere are seventeen 
twelve employed in 


he entral thee on the hith fl Or oT 


e city hall; two are employed at the 
pal gasoline and oil Station l 
cated at State and Hawley, and at 


and Canal St unload 


ad cars, store and deliver gaso 


who 


reets, 


e and two employes in charge 
nspection, and the operation of the 
nery and miscellaneous supply 
( located in the city hall 
ement; and one employed in the 
tigraph division located on the 
seventh floor of the city hall, where 
standard forms are reproduced 


rates under the au 
which de 
mnsibilities in the follow 


Che B ard pt 


State statute, 


Section 926-32-6. “The Board of 
Purchases shall have full power to 
purchase or to provide for the pur 
chase ill materials, supplies and 


equipment for the use of all depart 
ds or commissions com 
Such 
* made upon requis! 
tion by the proper officials of said 


government 


WNISSIO. Ss OT 


departments 
provided by the 


— 
s 


funds proper 


appropriating official.” 


Nelson is Appointed 
Roy Nelson lias been appointed pur 
] I Wilson & Co., Inc.. 
n succeeding the late 
verlender. Mr. Nelson, who has 


een associated with the 


ising agent for 


packing indus 
>?) 


for 22 vears, was formerly assistant 
auditor of disbursements for the com 
al 
Buying Methods Praised 
Municipal buying methods at Cincin 
it are attracting favorable attention 
erally “from Coast to Coast.” Recent 
mail include commendatory comment 
the Mayor of Vancouver, B. C 
and from L. B. Miller of the Bureau 
\lunicipal Research at Newark, N 
who has been making an_ intensive 
idy of public purchasing throughout 
ountr 


Buys for University 


James Kalbus has been appointed pur- 


hasing agent for the University of 


Idaho, 


resigned to enter 


oscow, succeeding 


| Pac ker, who 
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Centralized Purchasing — 


Reduces Tax Rate 


One year ago, the City of Mun- 
cie, Indiana, established a cen- 
tralized purchasing department, and 
Wilbur A. Full was appointed City 
Purchasing Agent. In the current 
annual report of City Controller 
John D. Lewis, the efficient opera- 
tion of that department in its first 
year of existence is cited as one of 
the two principal factors responsible 
for a net gain of $46,879.13 in the 
city’s general fund during 1939, re- 
sulting in the most favorable bal- 
ance shown in several years. The 
other factor was strict budgetary 
control of all departments. The re- 
port, after commenting on the 
budget performance, goes on to 
state: “Added to this was the effi- 
ciency of Wilbur A. Full, who filled 
the newly created office of purchas- 
ing agent. Thousands of dollars 
were saved by him in the purchase 
of materials, equipment and sup- 
plies for the city. The city bought 
where it could get the best for the 
money, and no favorites were 
shown.” The city will operate in 
1940 on a tax rate of 6% cents low- 
er than in 1939, with a total valua- 
tion of $700,000 less than in 1939. 
The general fund rate, which di- 
rectly reflects the purchasing opera- 
tion, is down from 98 cents in 1939 
to 82' cents for 1940. 


FORESEES GAIN IN FACTORY 
BUILDING 


IN A YEAR-END statement, George 
A. Bryant, Jr., Executive Vice Presi- 
dent, The Austin Company, engineers 
and builders, claims that the stage is 
set for a substantial rise in the volume 
of industrial construction during 1940, 
and with leaders in almost every field 
responding to generally improved busi- 
ness by a careful re-examination of 
the efficiency in their own plants, con- 
ditions today would indicate an increase 
of 20 per cent or more in the total 
volume of factory building during the 
coming year. 

He believes that long-delayed re-ad- 
justments are being pressed. If the 
work required to eliminate bottlenecks, 
non-productive handling operations and 
other uneconomic factors in the op- 
eration and maintenance of many plants 
is carried forward, this alone would 
take care of the increase. 

The fact is that if available new 
machinery and today’s advanced produc- 
tion methods were to be applied gen- 
erally in modern plants, the cost of 
many manufactured articles could be 
cut materially, and in some cases enough 
to permit a one-third reduction in the 
selling price and still leave the manu- 
facturer a good profit, according to him. 


For 











| You can prove for yourself that INTERNA- 
TIONAL DUPLICATOR PAPER has unusual 
strength in addition to its characteristic 
bright white (and seven colors); that 
| for gelatin and liquid duplicating work 
its specially developed surface pro- 
duces a maximum number of clean, 
legible copies. Economical in use, too. 

Send for free test package 

pee Sales Dept. R 


INTERNATIONAL PAPER COMPANY 


220 East 42nd St., New York, N. Y. 
BOSTON ; CHICAGO . CLEVELAND 


| AN INTERNATIONAL PAPER VALUE 


| Made by the Makers of: ADIRONDACK BOND & LEDGER - INTERNATIONAL MIMEO 

SCRIPT - INTERNATIONAL DUPLICATOR - BEESWING MANIFOLD - TICONDEROGA 

BOOK - TICONDEROGA TEXT - INTERNATIONAL TI-OPAKE - CHAMPLAIN BOOK 
SARATOGA BOOK : SARATOGA COVER : LEXINGTON OFFSET 








additional products see Buyer's Directory, page 107 
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PACKAGING CONFERENCE PLANNED FOR MARCH 


Management 
issued a tenta- 
Tenth Conter- 


HE American 
Association has 


tive program for the 


ence on Packaging, Packing and 
Shipping, to be held at the Hotel 
Astor, New York, March 26-29 in 


conjunction with the Tenth Pack- 
aging Exposition. 

Several of the sessions are to use 
the ‘clinic’ method of discussion, 
with competent leaders directing the 
study of a wide range of pertinent 









and practical aspects of the subject. 
which are 


Among the features 
scheduled are the following: 
“Packaging Clinic,” conducted by 


Irwin D. Wolf, Vice-President of 


the American Management Associa 
tion and donor of the Wolf Trophy 
for excellence in packaging, as 
sisted by members of the society 
of Designers for Industry. 
“Packaging and 
Consumer Goods,”’ by Inez La Bos 








Trained Engineering Skill 
Comes with these Tools 


TAPS: High speed, ground thread 
‘*Maxi”’ finish, all sizes, all types. 

DIES: “Acorn’’ Dies for high pro- 
duction. Round Dies for miscellaneous 
work. 


GAGES: All kinds of plug and ring 
and limit snap gages, for gaging plain 
and threaded surfaces. 








be? 


“Salesman” some might call him—‘Sales 


Engineer” is better. 


To you, he’s prob- 
ably just “the ‘GREENFIELD’ 


man.” 


Perhaps you know him so well you can 


name him — for this actual photograph 
could have been taken in any one of hun- 
dreds of the country’s leading plants. 

is one of 30 odd men who know 
G. T. D. Greenfield tools so well, and 
know so many ways of getting the most 
out of them that they are in customers’ 
plants day after day. Their job is to see 
that customers get the highest possible 
returns from their investment in G. T. D. 


He 


Greenfield tools. 


GREENFIELD TAP & DIE CORPORATION 


Greenfield, Massachusetts 


Detroit Plant: 2102 West Fort St Warehouses in 
Chicago, Los Angeles & San Francisco In Canada 
Tap & Die Corp. of Canada, Ltd., Galt, Ont 


New York 


Greentield 


GREEN 





TAPS 


- DIES - GAGES - 


For additional products see Buyer's Directory, pa 


TWIST DRILLS - REAMERS - SCREW PLATES - PIPE TOOLS 


Labelling of 





Jé 


sier ot the New Jersey Home Eco- 
nomics Extension Service. 

Dividends from _ Informative 
Labelling,” by Joseph Givner, As- 
sistant to the Vice-President of 
Sears, Roebuck & Co. 

‘Pre-testing Packages,” by How 
ard Ketcham, President of Howard 
Ketcham, Inc., New York. 

‘New Developments in Pack - 
aging Materials,” led by A. Q). Mai- 
Kditor of Modern Packaging, 
and D. S. Hopping, Director of 


Sel, 


Sales, Packaging Division, Cellu 
loid Corp. 


‘The Pure Food, Drug & Cos- 
Act in ¢ )peration,” conducted 
by W. R. M. Wharton, Chief of 
the Eastern Food & Drug Inspec 
U. S. Department of Agricul- 


metic 


ge Merchandising 

the Label,” by C. W. 
Browne, Manager of Marketing 
Service, U. S. Printing & Litho 
graph Co 

“Adhesives,” by Dr. Frank Cam 
pins, Chemical Engineer, National 
Starch Products, Inc. 

Interior Packing for Shipment,” 
by W. B. Lincoln, Jr., Develop 
nent Engineer, Inland Container 
Corp. 
Technical Aspects of Liner 
hoard Manufacture,” by G. T. 
Henderson of Hinde & Dauch Pa 
per Co 
( \t} 

t 


are 


1er topics under consideration 
he use of color in merchandis 
ing; periodic testing of containers; 
the usefulness of shipping depart- 
ment appliances ; packages and con 
tainers from the standpoint of the 
receiving clerk. 


Ethics of Buying 
Discussed 


Under the 


Put Into Practice,” 


title, “Purchasing Ethics 


a recent issue of the 


Executives Service Bulletin features an 
article on the N.A.P.A. code, with a 
oncise summary of policies under each 

the ten headings. The author is 


George P. Brockway, Purchasing Man 
ager for the American Optical Co, 
Southbridge, Mass., and a past presi- 
dent of the National Association 
LeBlanc is Honored 
Clarence LeBlanc, Purchasing Agent 
of t Petroleum Iron Works, Beau- 


has been awarded the U 
Chamber of 


nont, Texas, 


S. Junior Commerce dis- 
tinguished service award for outstanding 


civic service in 1939. He is a director 


of the Young Men's Business League of 
B 


aumont 


LU 
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FURTHER COORDINATION OF WAR PURCHASING 


C JORDINATION of war pur- 
chasing activities of the British 
and French has been further effect- 
ed by the establishment, last month, 
of the Anglo-French Purchasing 
Board in the United States. Head- 
quarters of the new board are at 15 
Broad Street, New York City, 
where the French Purchasing Com- 
mission has been located for some 
months past. The British Purchas- 
ing Commission likewise moved its 
offices to this building from 25 
Broadway, on January 27th. 

The personnel of the joint board 
consists of Arthur B. Purvis, head 
of the British Purchasing Com- 
mission (Chairman); J. Frederic 
Bloch-Laine, head of the French 
Purchasing Commission (Vice 
Chairman); Frederick Johnson, 
director of administration of the 
British Commission; Eugene Gen- 
til, assistant to the director of the 
French Commission; Edgar S. 
Bloom, former president of the 
Western Electric Co., now serving 
as director of purchasing for the 
sritish Commission; Col. Jean 
Francois de Curieres de Castelnau, 
director of the French Armaments 
Mission; Sir Ashley Sparkes, U. S. 
representative of the British Minis- 
try of Shipping; Henri Morin de 
Linclays, director of shipping of 
the French Commission; Air Vice 
Marshal H. M. Cave-Brown-Cave, 
representative of the British Air 
Ministry ; and Lieut.-Col. Paul Jac- 
quin, director of the French Avia- 
tion Commission. 

An office has also been opened at 
725 Fifteenth St., N. W., Wash- 
ington, D. C., in charge of G. 
Miller Hyde of Montreal, Secre- 
tary General of the joint commis- 
sion. This office is primarily in- 
tended to provide a liaison with the 
United States government in vari- 
ous matters which may arise out of 
the purchase of war materials at 
the same time that the United 
States is engaged in its own pro- 
gram of preparedness. 

The general purchasing program 
will be conducted as heretofore by 
the two commissions which have 
been functioning in this country 
since last November. All major 
policies, however, will be subject 
to the direction of the joint board, 
which is, in turn, a part of the 
unified economic effort being made 
by the Anglo-French Coordinating 
Committee in London, At _ the 
present time, the personnel of the 
British Purchasing Commission 


For additional 


numbers 90 persons, and that of 
the French Purchasing Commis- 
sion about 175 persons. 

Recent additions to the purchas- 
ing staff of the British Commission 
include L. R. Scovill, telephone 
operating official, and Frederick R. 
Hoisington, Jr., economist, both of 
whom have been associated with the 
International Telephone & Tele- 
graph Corporation, 

A Swedish arms purchasing mis- 





COMPLETE PLANT FACILITIES 


To serve your industry, and the scores of others that mak 
up Fafnir’s varied customer-list, requires plant facilities of 
an extremely broad character. Hundreds of thousands of 
dollars’ worth of high-precision tools. Precision working 
methods -such as Fafnir develops in its Super-Precision 
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department. A large, uncompromising group of inspecto: 
like those who comprise one-fourth of Fafnir’s total pes 
sonnel, * * Give intangibles as well as tangibles full weight 
when you choose your bearing source. On every point, you 
will find that the Fafnir organization matches the high stand 
ards of the Fafnir product. The Fafnir Bearing Company 
New Britain, Connecticut. 


FAFNIR 2M Gearing, 


MOST COMPLETE 
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sion, headed by Prince Bertil 
in this country, conferring 
manufacturers as well as w 
State Department and _ the 


tions Control Division. Its pu 


is to assure a normal flow 

ports from the United States 
also to get airplanes and mun 
for their greatly accelerated 
gram of national defense. | 
licenses have been granted S\ 
on $5,217,000 worth of airplat 
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Pu gehasins 
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WE 


of purchasing is best measured 


believe that the efficiency 
by the relationship of prices 
and quality. 


Most purchasing agents are 
I wo] 5 
skilled at 


But the comparison of quality 


comparing prices. 


often brings some uncertainty. 


At this point, Electrical Test- 
ing Laboratories offers you help 
the 


For over forty years 


through determination of 
quality. 
we have been helping the elec- 
trical industry obtain the facts 


of quality, by test. 


with broader facili- 


Today, 


ties than ever, we can also 
help you judge the quality of 
products, purchased in quan- 
tity, such as paint, paper, coal, 


oil, steel and soap. 


Such facts of quality may 
help you save money; may help 
For 


information. 


you buy more efficiently. 
more complete 
write for the booklet, “Labo- 


ratory Service.” 


ELECTRICAL 
TESTING 


LABORATORIES 


East End Avenue and 73th Street 
New York, N. Y. 
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Price Forecasting 
(Continued from page 56) 


It is well worth the purchasing 
executive’s time and effort to under 
stand as thoroughly as possible the 
theory underlying the method used 
by the various services, and also 
their ability to make forecasts from 
a purely practical mechanical point 
of view. This is important to check 
on the cost, 
setting the 
( discussed 
this 


to serve as a basis for 
tolerance to be expected 
in the second section of 
article), and as a method of 
choosing particular specialists 

Generally it is difficult to « 
specific information on these mat 
because methods are usuall 


btain 


ters \ 
considered trade secrets, and the 
data actually released is ordinarily 
tempered by selling points. It is wise 
to bear in mind that psychologic lly 
a favorable forecast 1s 
kindly received than an unfavorable 
estimate, and since the 
support the services the errors ten 
to be errors of optimism. The pur 
chasing executive may desire a pri 
decline, so the service is obliged 


alwavs mort 


subscribers 


displease at least one group of sub 
scribers if sellers are 


also customers 
Judging the 


forecasting services 
is chiefly a matter of analysis to see 
if true causes have been observed 
or if the forecast has been made and 


then supporting reasons found 
Also, services are experts in the us¢ 


of ambiguous language and are 
often able to make 
which may be interpreted as a fore 


a Statement 


cast of either a decline or a rise, di 
pending chiefly upon which the 
reader would prefer.. Absence of 


this too frequent vagueness is ad 
mirable and to be desired even 
the forecasts advanced bear a rea 
sonable number of errors. A strict 
middle-of-the-road prognostic: ition 
is not only limited in value, it in 
ently tends to mislead. 

One further method of evaluating 


a service is the investigation of the 
man or men who actually have 
charge of making the forecast. This 


investigation will ordinarily provide 
information on whether the fore 
casts are based on hunches or on 
varying degrees of statistical and 
economical analysis. Of course the 
best test of all is comparison of the 
various with one another, 
and with the purchasing agent’s own 
estimates. But even when time has 
established a reputation of a price 
forecasting specialist, the user 
should remember that with the loss 
of a key man the error rate may ris¢ 
sharply. 

Little can be 
bination of 


services 


said about the com 
financial, general busi 
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ness, and commodity price fore- 
casting as a basis for probable use- 
fulness and accuracy. The commod- 
ity specialists commontly provide 
forecasts for a greater number of 
goods and perhaps their concentra- 
tion might tend to provide more 
careful analysis of the commodities. 
On the other hand the tie-in with 
general business is more success- 
fully accomplished by having the 
various types of forecasting com- 
bined. The financial and general 
business forecasting services are in 
most instances older than the com- 
modity specialists and can boast 
greater experience, yet the serious 
errors of the early depression years 
tends to invalidate this claimed ad- 
vantage. Regardless of the reason- 
ing in this respect the basic fact re- 
mains, the purchasing executive 
should make a definite effort to learn 
what methods the services he em- 
ploys are using, the extent of their 
analysis, and their records of ac- 
curacy. 

In some instances the purchasing 
officer may decide to make his own 
price forecasts, either because no 
services are available or because he 
feels that he is capable of doing a 
more thorough and accurate job 
than any estimates he could secure 
from outside. The three broad 
groups of methods he might follow, 
as previously suggested, are the his- 
torical precedent system, the mone- 
tary approach, and the commodity 
analysis. 


Fallacies of Precedent 


Historical precedent as a method 
of forecasting commodity prices lost 
favor because of its failure in the 
great depression. Throughout the 
nineteenth century economists des- 
cussed various long commodity 
cycles which they claimed to have 
observed, and since the World War 
every conceivable type of cycle from 
a few months to half a century has 
been advanced. On strictly practical 
grounds, however, it seems illogical 
to believe that with entirely different 
basic economic conditions, and an 
economy that brings about tremen- 
dous changes every year, that forces 
should reappear in the same rela- 
tionships of balance to build useful 
price cycle patterns. One critic of 
short term price forecasting wrote 
the following: “ .. . not a single 
forecaster (using the historical 
precedent method) was definitely 
and consistently successful in mak- 
ing mechanical predictions 
(Every one) failed to point defi- 
nitely toward moderately helpful 
predictions in as many as 50% of 
the instances examined.”” The ex- 
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Bunting Standardized Bearings are instantly 
available in any quantity from comprehen- 
sive stocks maintained in all markets. 
Hundreds of different sizes. Completely 
machined— ready for assembly. 

Also Bunting Precision Bronze Tubular 
and Solid Bars and finished bearings for 
electric motors of all makes from 1/50 hp 
to 100 hp. Write for catalog. The Bunting 
Brass & Bronze Company, Toledo, Ohio. 
Warehouses in All Principal Cities. 
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@ Engineering and research service 
is at your command without cost or 
obligation. Let us help you solve 
your bearing problem. Let us quote 
on your blueprints. 
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There are two reasons why INSUROK is the pre- 
ferred precision plastic. First, its outstanding 
qualities and amazing versatility; second, it is 
produced by Richardson, whose facilities and re 
sources are devoted exclusively to the plastics 
arts. Thus users of plastics enjoy a two-fold prof- 
itable advantage that reflects itself in improved 
product and lowered manufacturing costs. Con 
sult Richardson about any problem involving the 
use of any plastic. No obligation, of course. 
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remely complex nature of the eco- 
nomic system has apparently defied 
all attempts to set up any mechan- 
ical measuring system which flashes 
appropriate signals at the proper 
times, 

Even less popular than the 
mechanical historical approach is 
the monetary method which was 


INDUSTRIAL FLOORING ° once considered the bonanza. The 
z.. same author previously quoted said : 
STEPS UP P INDUSTRIAL EFFICIENCY 7 There have been instances where 


forecasts apparently failed because 
they were based on too much of the 
grossly over-simplified concept of 
the quantity theory of money, but 
experience has long since taught 
most forecasters that prices do not 
ive to respond under all condi- 
ions to a change in the volume of 
oney and credit available to busi- 
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to its usefulness. It is not a system 
of forecasting. 


A. Analysis of Sources 


1. Information concerning the number 
and location of the sources of supply and 
their proximity to points of utilization is 
valuable to geographically limit the com- 
modity. This is highly essential as most 
raw materials are procured in widely 
scattered places throughout the world 
while manufactured goods tend -to be 
centralized. 

2. The amount of time intervening be- 
tween the market’s observance of a 
change in demand and the adjustment to 
this changed demand is of vital im- 
portance in every price forecast. 

3. Determination of whether a com- 
modity is a main product, joint prod- 
uct, or by-product is useful in fore- 
casting amount that will be offered on the 
market at particular prices or times. 

4. Analysis to learn if commodity price 
is directly dependent on another com- 
modity price will insure discovery of 
basic forces which cause price change. 

5. Predictability of supply makes it 
possible for the market to make correc- 
tions and adjustments gradually, but 
where supply cannot be estimated ac- 
curately a change in output will likely 
cause sharp price differences. 

6. Examination to evaluate the im- 
portance of restraints on supply will 
show extent of artificiality of price. 

a. Tariffs on world commodities in- 
crease the importance of domestic 
supply. 

b. Organization of the producers to 
limit supply make necessary con- 
sideration of the strength of the 
control function, their methods, 
their number, and the extent to 
which they are going. 

c. Restraint may be imposed by a 
leading producer who makes de- 
cisions for the entire market, so 
industries dominated by a single 
producer customarily are not sub- 
ject to violent fluctuations in price. 

7. Inquiry into the elasticity of supply, 
examination of the potential sources of 
supply not at present producing, will set 
an upper limit on the price for any given 
increase in demand. 

a. Consideration of the unused 
capacity of the industry is im- 
portant because of the rapidity with 
which supply can be increased. 

b. Examination of the cost-price 
relationship is useful to estimate 
contraction of supply if the price 
falls. 

c. Investigation of the ease of en- 
trance into production by outsiders 
provides useful light on the con- 
stancy of supply. 


B. Analysis of Users 


1. Estimates of number of users, num- 
ber of possible consumers, and relative 
importance of the commodity in produc- 
tion process will determine the stability 
of demand. When a commodity is essen- 
tial to a great number of industries for 
varying purposes the demand is cus- 
tomarily more regular. 








| penetrates but a slight distance along the grain boundaries, hence 
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Save Your Company 


MONEY IN 
MINUTES, TOO, 


At No Extra Cost 


@ Here is a way the purchasing agent can 
do a still more constructive job in saving his 
company money. 

@® “Money Minutes” add up to hours, days, weeks of office-payroll 
time. Good record-equipment cuts wasteful steps in record-keeping; 
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angle irons protect the hardwood platform from 
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without 

structure. 


cutting or rewelding frame or under- 
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2. Judgment on the elasticity of de- 


mand provides information which is use- 
ul evaluating the effect of a price 
change so far as one price change will 
stimulate another. 

which 
com- 


substitution 
throughout all of a 
lunits on 


Che degree of 
1S possible 
nodity’s uses tends to place 
price fluctuations. 
discover 
important buyers is im- 
portant some commodities because 
| buyers tend to dictate prices to vari- 

Ss extents 


+. Observation to any or- 
ganization of 


with 


5. Investigation of possible prospective 
decreased use by reason of 

superior or substitute 
total demand ap- 


neki simae -dn 
change 


6. An estimate of the extent of the 
emotional element in the market at so 
lled times and at the particular 
oment may be of importance in under- 
structure. There are 
which are not statis- 
tically measurable and yet may be vital to 
1 correct 


i@€a- 
es in tl 


1ié price 


forecast. 


C. Making the Forecast 
lhe forecast of a commodity price is a 
between the 
gested. Since the actual weighting proc- 
ely arbitrary and a matter 
judgment the prediction is necessarily 


npromise factors sug- 


ess is relatiy 


: e only to the extent of the expert- 
ness of the forecaster. As a practical 
guide the forecaster might make use of 


information on the specific 
nodity in question, particularly such 
following: 

record of seasonal variation 
and the amplitude of cyclical swings 
hich have been evident in the past be- 


ps as the 


e valuable at times and to varying 
legrees, in making judgments on a 
2. A mean or average price which has 
een maintained over a long period Sup- 


sedly reflects cost and is useful as a 

as om which to depart in making a 
] t10!r 

3. Specific comparison with other com 


nodity price trends to determine the re- 
lationship which may exist in ordinarily 

valuable concept. Comparison may also 
be made with volume, financial, and com- 
individual 


site indices or series as 


ases may demand. 

It is essential for the forecaster to 
ivoid letting his prejudices unduly 
influence his forecast. The purchas- 
ing officer customarily will have 
rather definite ideas on what would 
be desirable and must guard against 
making this his perpetual forecast. 
Sound judgment and an unbiased 
weighting the all-im- 
portant and master key to success in 
price forecasting. 

Factually little can be favorably 
said about development a “feel” for 
the market and the efficiency of 
“hunches” in arriving at a decision. 
Naturally buying judgment comes 
forecaster after he has ac- 
experience, but knack alone 


pr¢ cess is 


to a 


quired 
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is not sufficient. In the long run 
digestion of all important basic in- 
fluences is not too much to exact 
and assume as vitally necessary in a 
purchasing executive’s forecasts. 
The best combination is knack at 
forecasting and a thorough under- 
standing of all factors influencing 
price structure, so far as such an 
understanding is obtainable. 

Accurate forecasting by the pur- 
chasing executive offers a possibility 
for important and substantial profits 
which in the past have not been fully 
realized. Prediction is a meticulous 
task precariously influenced by a 
high error rate, but nevertheless an 
essential business procedure. True, 
some forecasting can be avoided, or 
better guessed at than profitably 
paid for, but the purchasing officer, 
whether he be so titled, must in 
either case be responsible. Conse- 
quently it is important that he un- 
derstands the limits of statistical 
accuracy and the advisability of as- 
sembling data upon which to base 
his action. 

The experience of the past decade 
has shown no mechanical method of 
forecasting to be consistently re- 
liable, but cumulative experience, 
facts concerning money, markets, 
times of purchase, delivery, selling, 
expected rate of consumption, sub- 
stitute products, general business 
conditions, and numerous other in- 
fluences, have been assembled and 
are readily available. These data, 
together with experience and a cul- 
tivated judgment, provide the pur- 
chasing officer with a near-scientific, 
relatively reliable basis for price 
forecasting. 


WESTINGHOUSE EMPLOYES RECEIVE 
AWARDS FOR IDEAS 


THIRTY-SIX EMPLOYES of the West- 
inghouse Electric & Manufacturing 
Company’s East Pittsburgh works, 
who have received special recognition 
in the past six months for their more 
than 780 suggestions to improve their 
Company’s operations and productions, 
were guests of honor a few days before 
Christmas at a luncheon given by West- 
inghouse officials. 

A. W. Robertson, chairman of the 
board, stated that 18 of the men have 
received awards of $25 or more during 
the period for outstanding suggestions, 
and that the others have received addi- 
tional awards for contributing 35 or 
more suggestions since inauguration of 
the “Suggestion System” at Westing- 
house in 1910. 

A. C. Streamer, general manager of 
the East Pittsburgh division, explained: 

“Awards, in general, are given for 
suggestions looking toward better work- 
ing conditions, suggestions for greater 


safety and accident prevention and sug- | 


gestions involving cost reduction.” 


For 
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“HIGH SPEED” 
“TUNGSTEN” 
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A COMPLETE LINE FOR ANY JOB 


Guaranteed to equal any Hack Saw blade made 
today, on any job, any time, any place. 


- Sold by distributors everywhere. Try them! 
BAS AMERICAN SAW & MFG. CO., SPRINGFIELD, MASS., U. S. A. 
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““MO-SPEED”’ 
““SUPER-FLEX”’ 
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HOW LONG SHOULD 
BUSINESS RECORDS 
BE KEPT? 


How can you store records econom- 
ically, safely, and keep them 
readily available ? 























NEW-FREE 
BOOKLETS 
HELP ANSWER THESE QUESTIONS 


SE Manvel of Record- 
Storage Practice” tabulates 
results of nation-wide sur- 
onc Tet vey on accepted storage 
. ny periods for 71 types of 

: in: records: Outlines index- 
- \ ing and reference meth- 
ods followed by lead- 
ing business firms. 


SE Wodernizea Record 


Storage" Illustrates and 
describes the most eco- 
J nomical and efficient 
’ \ equipment for storing 

— and filing various 
kinds of business 
records. 


SENT FREE! A request on your letterhead 


* will bring these booklets to 
your desk without cost or obligation. Address: 











cyUs 14S -lep Gielok 


536 So. Clark St. (Established 1918) Chicago, Illinois 
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UALITY 
ABRASIVES 


TRADE Y MARK 


ALUMINUM OXIDE 
SILICON CARBIDE 
CORUNDUM 


(AFRICAN) 
TURKISH EMERY 


SC AITAT ME Tile Mal) ae 
re) 


ABRASIVE GRAINS 


AND 


FLOURS 


AMERICAN ABRASIVE COMPANY 
WESTFIELD, MASS. 
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100 COPIES 


For Less Than 
A Nickel! 


and 





The FIRST COST of a COLUMBIA DUPLICATOR 


Is Also Low! 


Tur cost of the Columbia 


Duplicator is so low and _ its 
service is so economical, that 
every office can profit from 
owning one. Light, portable and com- 
pact. Larger firms can have several for 


various departments. 

The Columbia Duplicator combines all 
of the advantages of the gelatine process 
contained in larger and more expensive 


gelatine roll duplicators. It is particu- 





With Gelatine Roll to 


larly intended for duplicating 


jobs in every business where 
small numbers of copies are 
required, 


No type to set. No 
cut. No films to change. 
Equipped with the patented all-season 
Columbia Gelatine roll. 


stencils 


A turn of the 
handle provides a new printing surface 
83,” x 14”. Write 


phone the Columbia office nearest you. 


for literature or 


COLUMBIA RIBBON & CARBON MFG. CO., Ine. 
Main Office & Factory, Glen Cove, L. I., N. Y. 


COLUMBIA 


GELATINE ROLLS & HECTOGRAPH CARBON PAPERS 





To House 
Your 
Canceled 
Checks 


This compact 
group of 100 
SAFE-T-STACK 
Steel Storage 
Files provides 
efficient housing 
for over 400,000 cancelled checks. 

They are “Tailor-Made” to fit the checks 
they contain. For this reason they only 
occupy a space of 8614 inches high, 4654 
inches wide and 24 inches deep. 

The exclusive SAFE-T-STACK slip key 
locks individual files together horizontally 
and vertically. No tools, bolts or rivets 
are used. 


Write for a quotation on a SAFE-T- 
STACK Steel Storage File to fit your check 
size. No obligation of course. 





The Steel Storage File Co., 
2216 W. 63rd St., 
Cleveland, Ohio. 

The size of our check is 
re cad inches high. 
Storage Files to fit. 


inches wide 
quote on Steel 


Please 
Name ...... 
Business 


Address 
ase 





For additional products 


















--, BOLTS, SCREWS 
and WASHERS in brass, 
bronze, copper, Everdur, 
Monel metal and stain- 
less steel . . . waiting 
for your order. Every 
shipment means “rush” 
at Harper's. Special fast- 
enings made to order. 
Send for new type of 
easy-to-use catalog 
which takes the mystery 
out of bolts. The H. M. 
Harper Company, 2606 
Fletcher Street, Chicago, 
your logical source of 
supply. 
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Obituary 


James Atkins, purchasing agent and 
general manager of the M. Seltzer 
Throwing Mill, Elmira, N. Y., died in 


Clifton, N. J., January Ist, while on 
leave of absence due to ill health. 

John J. Sherm, 54, buyer for the 
Philadelphia Electric Co., died at his 


home in Germantown, Pa., January 4th, 
ral hemorrhage. Mr. Sherm 
with the company 33 years. 
was a trattc expert, member of the 
Traffic Club of Philadelphia, the Trans- 
portation Committee of the Philadelphia 
Chamber of Commerce, and the Atlantic 
States Shippers Advisory Board. 


. , 
cere 


1 been 


William F. McDonald, 64, deputy su- 


perintendent of the New York State 
Division of Standards and Purchase, 
died of a heart attack at his home in 
Schenectady, January &th. Mr. McDon- 


ald served for eight years, 1923-1931, as 
lirector of purchase in the State Pur- 
hasing Department, subsequently being 
deputy superintendent under the 
reorganization which took place at that 


hame | 


Henry C. Herse, 68, purchasing agent 
he Panama his 


York, 


died at 
New 


January 9th, after a brief illness. 


Railroad, 


ye in Bayside, Queens, 


chief clerk to 
the Pittsburgh 
and a veteran 
with the company, 
January 19th. 


Charles R. Knowles, 

e purchasing agent of 

& Lake Erie 
$10 vears’ se 


Railroad, 
rvice 
il Beaver, Pa.. 


° E Weaver, 7). 


who was purchasing 


agent for the Los Angeles Herald-Ex- 

’ ore than thirty years, up te 

time of his retirement from active 

usiness last year, died at a hospital in 
i Cal January 2\st 


William Arthur Stone, 


as State Pur 


81, who served 
Agent for New 
1917 to 1931, died at 


hasing 


Hampshire from 


home in Concord, N. H., January 
24t] During a long and active busi- 
ess caret Mr. Stone had served as 
an officer of some twenty corporations. 
He tired 1936. 


George R. Crofut, 57, for the 
six years for the 
nt Companies, San Diego, Cal., 

: 24th after a brief illness. 
Mr. Crofut had been identified with the 


evelopment 


past 


purchasing agent Star 


& Cresce 
lied January 
shipping 


Pacific Coast 


tor more 


than twenty-five years, as an 
executive of the Los Angeles Shipbuild- 


ng Co., starting with the construction 
of vessels during the World War and 
later concentrating on the promotion of 
travel to the Hawaiian Islands. He 
ime to the Star & Crescent when the 
Lassco Line was merged with the Mat- 


son Navigation Co 


Thomas Fitch, City Purchasing Agent 
at New London, Conn., died at his home 


that city, January 27th, 
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Elephants and Antelopes 
(Continued from page 41) 


reciprocity. But I do state most 
emphatically that in a situation of 
this nature it sometimes happens 
that the practice of reciprocity re- 
sults literally in denying the operat- 
ing department of a company the 
benefit of specialized knowledge 
and speed of delivery which could 
be furnished only by smaller con- 
cerns which would be entitled to 
very little consideration purely 
upon a basis of reciprocity. 

By way of illustration, I con- 
clude with a ridiculous but per- 
tinent parable, again from the ani- 
mal kingdom. 

Suppose a hay-farmer in South 
Africa said, “I will buy my work 
animals from the people who will 
buy my hay.” 

A big elephant breeder and a 
breeder of fast horses both stepped 
into the picture. 

Elephants eat hay by the ton. 
The elephant breeder bought the 
hay-farmer’s output, and in turn 
sold the hay-farmer beautifully 
trained elephants for his farm 
work. 

The elephants were thorough 
performers. They could carry 
heavy lumber. They could drag 
gang-plows. 

Sut then the farmer got a tele- 
gram and found that he had to get 
into the nearest city at the earliest 
possible moment. 

How quickly could he get into 
town on an elephant? 

In the best of industrial enter- 
prises it happens with surprising 
regularity that it is necessary to go 
to town ina hurry. And when that 
occurs, it makes little difference 
who buys hay. 

People who want to “go to town” 
would do well to remember, as Hal- 
dane says, that “for every type of 
animal there is a most convenient 
size’—and that the smaller com- 
pany can do some things which the 
larger company simply cannot do. 


Wool 
(Continued from page 51) 


in the world, and with respect to 
grading in this country it is im- 
portant to know that it is being done 
according to the Boston standards, 
which run about 2 points higher 
or finer than the Bradford system. 
In other words, cable quotations 
from Australia or other foreign 
markets where the British system 
of grading prevails, are not exact- 


For additional products see Buyer's Directory, page 107 
















































CASE HISTORY OF A 


Following is an excerpt from a report handed 
in by a Field Engineer of the Plymouth Cord 
age Company. The test was held in Det 
under actual working conditions. More 
plete details will be given on request. 


“A 1” diameter 3-strand Plymouth Manila Rope 
was used to raise a 1,000 lb. Transformer. One 
strand was then cut, the full weight of the Trans 
former being then suspended on the two remain 
ing strands. Turns on the winch were suddenly 
loosened to give the heavy load a slight amount 
of fall and thereby subject the rope to a sudden 
jerk. Notwithstanding, the two strands held per 
fectly. 

The Transformer was again raised and the sec 
ond strand cut and the Transformer dropped 
about two feet, but the single strand held it with 
out difficulty and again the line was jerked to 
demonstrate the large factor of safety which 
built into all Plymouth Manila Rope.” 


PLYMOUTH CORDAGE COMPANY 
North Plymouth, Massachusetts, and Welland, Canada 


Photograph of rope is reduced to Sales Branches: New York, Boston, Baltimore, Philadetp! 
one-quarter actual size Chicago, Cleveland, Houston, San Francisco. 


AOUTH 
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Complete Service 
FOR METAL FINISHING 


Everything from automatic plating machines to buffs, anodes and compositions 
made by Hanson-VanWinkle-Munning. Our sales service includes co-ordinated re« 
ommendations for the use of the following Hanson-VanWinkle-Munning Products 


Cadux (Cadmium Plating Rheostats (Tank) Polishing Wheel Glue 
vennpered Anodes (Nickel and all Metals) initia isc Wasi 
Galvanizing Flux Cast, Electrolytic, Rolled 
Full Automatic Conveyors for Filter Bags for Anodes (cloth Tallow 
Cleaning, Pickling, Plating and glass) Emery Paste and Cake 


Soml-Aatometic Conveyers Tinning Flux Buffs (Full Disk and Piec 
Plating Barrels Burnishing Barrels ile 
Tanks (All Kinds) Centrifugal Dryers (with and Sisalin Sections 
Plating Equipment (Hopper without heaters) Brushes (Wire, Bristle 
type) Wrap-rax (rack coating) pico) ; 
Generators and Motor Gener- Chemicals 
etc Gate parr Compositions (Tripoli, Pu 


Rectifiers, Copper Oxide Lime, Crocus, Rouge, § 


: Polishing Wheels (Canvas, Silica) 
Nickel Salts Cloth, Leather, Sheepskin, : 
Nicke! Brightener Felt) Cleaners (Soap and Alka 


For quality—specify “HANSON-VAN WINKLE-MUNNING” throughout. Our | 
representative will give you the benefit of a century of experience in the el 
plating and finishing field. 


Monufacturers of o complete line of electroplating and polishing equipment and supplies 


HANSON-VAN WINKLE-MUNNING co. 


MATAWAN, NEW JERSEY 
PLANTS Matawan, New Jersey . open: etree oy . Bridgeport, Connecticut 
SALES OFFICES - Chicago Cleveland Detroit " New Haven 
New York - Philadelphio - Selden . Springheld | {Mass.) - Syracuse 
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ly equivalent for the same wool. 
Cable quotations often describe the 
wool as American or Bradford 
style, so as to obviate any misun- 
“ = derstanding. It is also important 

— to know the differences in the man- 

hen these AGS ao te arket- ner in which the wool is put up. 

In this country, the entire fleece 

| Yay is sheared from the sheep, rolled, 


‘ tied, bagged and shipped. In Aus- 
tralia, New Zealand, Cape Colony 
} and South American producing 


countries, the wool is sheared and 
“skirted.” That is, the low grade 
wool from the neck, legs, belly and 
edges of the fleece is removed. This 
is called the “britch.” 

Grading being a manual opera- 
tion, and according to the judgment 
of the graders, there is sometimes 
disagreement between the purchaser 


T HEY’LL appear in a wide variety of sizes and shapes — in 


everything from automotive parts to electrical appliance 
equipment—as high quality castings from the Forest City 


Foundries Co. and seller, and the only way to 

And because Forest City Foundries casting specialists have straighten out such difficulties is for 
carefully tested them every step of the way from pigs to finished the two to get together. The wool 
castings, they'll do their job right—at a low unit cost. which has been graded at distant 

For over 48 years Forest City has been producing high quality points and shipped to the market to 
castings. This experience plus facilities for producing gray iron, be sold or placed in warehouses, is 
semi-steel or high test semi-steel castings that measure up to usually accepted or rejected after 
specifications, is an integral part of the Forest City organization. the buyer has examined it in bulk. 
A call will bring a representative to discuss your casting needs Scouring, the first process in pre- 
and our ability to meet them. paring wool, reduces the weight of 
the wool in removing the natural 


grease (yolk) dried sweat (suint), 

THE FOREST CITY FOUNDRIES CO. dirt, burrs and other foreign mat- 
; varies W Ss 

2500 WEST 27th ST. Phone PRospect 5040 © CLEVELAND, OHIO Si ue ee paeey 
age, the care given to the sheep, etc. 
The shrinkage may vary from 20% 

| to 80% of the unscoured or grease 
wool, an extremely important mat- 
ter to be considered in purchasing. 
Raw or grease wool is bought on 

the basis of being scoured. In other 


Lo 
words, due allowance must be made 


OPERATED HOTELS for the shrinkage which experience 


has shown is to be expected for the 


particular grade and kind of wool 

WIRE FORM In Cleveland Al in question. This is known as 
HOTEL HOLLENDEN , “clean value” or “clean cost.” It 

means that the fine grades do not 


S b EC | A LT | E S 7 In Columbus always sell for more than the low- 
oa 


i er grades in the grease state, due 
— THE NEIL HOUSE to the greater shrinkage of the for- 


mer. Tables setting forth average 
shrinkages for every kind and grade 
of wool can be obtained from the 
Boston Wool Trade Association or 
from the Department of Agricul- 
ture. When the shrinkage of a given 

















COILED WIRE 
SPRINGS 











In Corning, h. lf. lot of wool is in doubt, samples are 
BARON STEUBEN taken and scoured, weighing the 
HOTEL 


wool before and after the process. 
There is no fixed price differen- 





Jn Jamestown, h. Uy. | tial between the different grades of 
THE JAMESTOWN | wool. A differential exists, of 

. , . and | course, but the amount depends c 
Springfield, Ohio, U. S. A. Se ee a 
Pane ’ ’ THE SAMUELS variations in supply and demand 


for the various grades. Changing 
styles in clothing may have a 
marked effect on the price of any 
The hotels tha? check with every travel standard | riven grade. 


“Where Your Patronage 
Is Appreciated” 
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‘That is NOT 






Mr.Pettibone!’*: 


“It may look _ 


but actually 
it's a carbon 
copy made 
with an inferior carbon paper. Such 
things don't happen any more, 
because we use only OLD TOWN 
SABLE CARBON PAPER which produces 
clean, crisp, permanent copies — 
in English!” 

Does not curl or smudge. 
Send for sample sheets. 







fon Se) 


hi TOWN s 
tee, MERMETIC Ribton + Gabon 
G., Puc. 
BROOKLYN, NEW YORK 


TRiangle 5-9670 
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A finer grinding wheel 
preferred by leading 
firms. Specify any type, 
bond, or 


size, grain, 


grade. 


Simonds, Worden White Co. 


DAYTON, OHIO 
Factories at Buffalo, Beloit, Cleveland, Dayton 


For additional products see 











| the Southern 


The discussion thus far has con- 
cerned only sheared wool. Actu- 
ally about 55 million pounds of our 
domestic production consists of 
pulled wool, taken from the pelts 
of sheep which have been killed 
for meat. Pulleries are frequently, 
but not always, associated with the 
slaughter houses. Pulled wool var- 
ies greatly with the season and 
the source. For example, April 
lambs have been recently shorn and 
the fibers have not had time to grow 
to any great length. July lambs 
from the south have generally been 
dipped in a sulphur solution to kill 
vermin, and the wool cannot be 
scoured to pure white. 

In this country shearing starts in 


| the southwestern region in February 
and _ gradually 


progresses north- 
ward as the weather becomes mild- 
er, usually lasting through May. In 
Hemisphere, which 
includes many of the large produc- 
ing countries, shearing is done in 
our fall and winter months. Buyers 
go into the shearing country as soon 
as the season begins, and wire de- 
scriptions of the clip and current 
prices to manufacturers, who are 
naturally interested in the early 
prices as they form the basis for 
the costs of manufactured products. 

American producers of wool sell 
almost exclusively to the wool mer- 
chants who have local representa- 
tives or ‘country buyers” located in 
the wool producing regions. The 
country buyers operate generally on 
a commission basis, as do the “buy- 


| ing brokers” who go into the mar- 


| ket with 


orders to buy 
grades for a number of merchants 
or mills or both. They go to the 
shearing sheds or to other points 
of concentration to do their buying. 
In recent years it has not been un- 
common for the purchaser to ad- 
vance a portion of the payment for 
wool he has contracted for in ad- 
vance of shearing. 

Some western banks maintain 
warehouses for wool on which they 
have loaned money to the rancher 
with a chattel mortgage on the 
sheep as security. This is either 


| sold privately or on sealed bids. 
There is also some cooperative sell- 


ing by ranchers who pool their clip 
and sell on sealed bids. Most co- 
operatives, however, turn over their 
wool to the National Wool Market- 


| ing Corporation, which was set up 


| Brisbane, 


in 1929, simultaneously with the 
Federal Farm Board, under the Ag- 
ricultural Act. 

The sale of Australian wool is 
handled differently. It is turned 
over to brokerage firms in Adelaide, 
Sydney or Melbourne, 


certain | 
















































Here Is 


QUALITY 


sRiveta Oras 


Higher-Priced 


THIN PAPERS 


You Can Buy 


EDGEWORTH 
ONION SKIN 


at a price that makes it the 
biggest value in Thin Papers 
because of its additional quality! 


TRY IT FOR: | 
Air Mail and Foreign Corres 
pondence—Purchase and Sales 
Orders— Requisitions — Other 
Office and Factory Forms. 


SAVE MONEY WITH 
THIS EFFICIENCY 
CHART—FREE TO 
EXECUTIVES! 


Enables you to select at a 4 
glance the most economi- 

cal grade of Thin paper for any specific u 
Fits under desk glass for ready referenc 
Write Dept. A today for your copy! 


| 
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VALLEY 


PAPER COMPANY 
Holyoke, Mass. 
Makers Of Fine Papers Since 1866 








Q? 


How much do 
1000 letters 
cost? 


Stenographic 
and Overhead 
$135.00 or 75% 













Letterheads and 
second sheets 
$12.60 or 7% 


Envelopes 
$3.60 or 2% 






Mailing 
$27.00 or 15% 


For the best carbon paper and 
typewriter ribbons, MultiKopy 
and Star Brand, only $1.80 or 1% 


Mr. Purchasing Agent! These figures are the 
result of a careful study of correspondence 
costs. They show conclusively that the per 
letter cost of quality carbon paper and type- 
writer ribbons is a small price to pay for 
neater letters and reliable office records. 


Leading business offices have frequently ben- 
efited through the service of their nearby 
Webster Representative. He will also be glad 
to study your individual needs, without ob- 
ligation to you. A careful check-up may not 
only simplify and improve your office work, 
but actually save you money. Write to us... 
we will have him call. 


WEBSTER 


CARBON PAPERS and 
TYPEWRITER RIBBONS 


7 Amherst Street, Cambridge, Mass. 


For additional products see Buyer's Directory, p 


where it is placed in large ware- 
houses. A description of all the 
wool thus stored is printed in cata- 
log form, and actual bales are dis- 
played, one in ten. The buyers 
study the catalogs, inspect the bales, 
and are in a position to make bids 
when the auction takes place. The 
owner of the wool bottom 
price, below which he will not sell, 
and the auctioneer at the wool ex 
change gets the best price he is able. 
The London wool market is oper 
ated in about the same way. Aus 
tralian buyers have representatives 
at Boston, who contact the Ameri 
can buyers and cable their prin 
cipals concerning the latter's re 
quirements and the highest price 
that will be paid. Payment is gen 
erally made by a London letter of 
credit. 

South American wool is marketed 
in much the same way, except that 
in place of an auction, the brokers 
send circulars to their customers 
and make from the list. 
Buenos Aires has the largest wool 
warehouse in the world for the 
showing of wool for sale. 

There is a definite feeling among 
many domestic growers of wool that 
more competition would be stimu- 
lated among merchants and mills 
by marketing according to the Aus 
tralian method, just described, and 
there have been some test auctions 
in the west with considerable suc 
cess. 

Wool futures are traded on the 
New York Cotton Exchange in the 
form of wool tops, a semi-manu 
factured commodity resembling a 
large loose rope, the first step in the 
manufacture of wool into yarn. 
This product was chosen rather than 
raw wool for futures trading to 
avoid the difficulties arising from 
the many types and variable grease 
content of raw wool. The fluctua- 
tions in wool tops prices follow 
rather closely the changes in raw 
wool prices. The standard used for 
the futures contract is a Fine Amer 
ican Top of average 64s Merino 
wool, oil combed, containing 3% 
oil including natural fat, cleaned 
and scoured, carded and combed. 
Other tops are given a plus or minus 
differential according to grade. The 
standard contract contemplates 
5,000 pounds, plus or minus 4%. 


setS a 


sales 


Wetter is Transferred 


E. C. Wetter, Purchasing Agent of 
the Central States Power & Light Co., 
St. Louis to 
Tulsa, and will have his headquarters 
in the latter city. 


has been transferred from 


PURCHASING 


Only 


WIREGRIP 
Belt Hooks 


have the patented 
blue Aligning Card 
that holds hooks in 











Flexible position, prevents 
them from loosen- 

BELT LACING ing, prevents hook 
. loss from handling, 

a EEL : RI P r ° prevents waste of 
Sage Some short ends. Every 


all power and con- 
veyor belts. Clinches 
smoothly into belt, 
compresses the ends, 
prevents fraying, 2- 
piece hinged rocker 
pins prevent exces- 
sive wear. In boxes 
or long lengths. 


WIREGRIP Hook to 
the last one can be 
used. 








W rite 
for Catalog 








ARMSTRONG-BRAY & CO. 


“The Belt Lacing People” 
321 N. Loomie St. Chicago, U. S. A. 











HUSTLE 
WITHOUT 
BUSTLE 


We're hustlers when 
the occasion demands 
but we don’t make any 
noise about it. Our serv- 
ice is as cheerful and 
quiet as it is speedy. 


Emil Eitel 
Karl Eitel 
Roy Steffen 


IN THE 
HEART OF 
CHICAGO 


OM 
TENANT 


HOTEL-CHICACGO 


RANDOLPH AND LA SALLE 











Young man aged 42 with splendid back- 
ground ins sales, promotion and 
advertising is desirous of contacting a 
manufacturer having an opening for a man 
of high qualifications in this work. 
Experience includes thorough knowledge 
of sales and merchandising problems in 
production machinery and maintenance 
products, together with wide experience in 


sales 


Mill Supply jobber and hardware jobber 
distribution. Please send reply to Box No. 
913, PURCHASING, 205 East 42 Street, 


New York, N. Y 
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THE MENACE OF 


W\ ee \ 

HOW MAN® 

SHIPPERS ™ 
AVOID IT | 





HE freight handler’s hook plunging through 
the burlap wrapping of packages in transit 
is a serious and costly problem to many man 
ufacturers and shippers. Since the burla; 
wrapping gives little external evidence of th: 
thrust of the hook, it is very difficult to prove 
concealed damage in transit. Fibreen as a 
wrapping and packaging material solves th: 
problem. Its smooth, tight, unbroken surfa 
facilitates proof of such damage when it occurs 


Inexpensive—available in weights and sizes to fit a w 
range of wrapping, lining and fabricating needs. Send { 
a generous sheet or roll of 
Fibreen for your inspection. 







Superior to burlap, jute or othe 

imported material, Fibreen is 

pendable protection against mois 
ture, dirt, dust and damage 


The SISALKRAFT Co. 


205 W. WACKER DRIVE °® CHICAGO, ILLINOIS 
New York San Francisco London Sydney 


~ 
Serving Industry and Building with Re- 


enforced Papers, Metals, etc., for Multiple 
Uses and as Part of Finished Products 
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@ A new method of 
bonding soft rub- 
ber and Neoprene 
to steel and alum 
inum has been de- 
veloped by the 
Hewitt Rubber 
Corp. Buffalo, 
N. Y. The process, 
known as_ Dura- 
Bond, is of a chem- 
ical nature, modi- 
fying the composi- 
tion of the rubber 
so that it will at- 
tach itself integ- 
rally to the metal 
and still retain its 
capacity to vulcan- 
ize itself to the outer rubber layer. The adhesion strength 
of this bond is from 500 to 750 lbs. per square inch, and 
it can safely be used under temperature conditions up to 
200 degrees F. The illustration shows a 24-inch diameter 
steel cylinder rubber covered by this process. It is re- 
sistant to acid solutions, cutting and abrasion, and the 
problem of slippage on the cylinder core has been elim- 
inated. Other applications abound in the automotive, 
transportation and mechanical goods industries, where the 
above properties are important, as well as combining the 
sound-damping qualities of rubber with the strength and 
rigidity of the metal. 





SHAPER TOOLS 


B Adaptable for 
working on hard 
steels above the ma- 
chinable limit for 
high speed tools, up 
to a hardness of 550 
Brinell, and at 
speeds that are said 
to be double those 
used with high speed 
steel tools on work 
in the lower hard- 
ness ranges, are the 
new standard shaper 
tools tipped with 
Kennametal grade 
KS, recently devel- 
oped by McKenna 
Metals Co., 180 Lloyd 
Ave., Latrobe, Pa. 
They are used on shapers and planers, a great advantage 
being that die blocks may be hardened before machining, 
thus saving the grinding operation which would be neces- 
sary if they were hardened after shaping. A feature of the 
new tools is the unusual tool angles employed, namely: 
10 negative back rake, 5 negative side rake, 15 side cutting 


j 





ee 
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These tool angles are made 
possible by the low frictional resistance between the Ken- 
nametal and the work being cut, resulting in less frictional 
heat being developed than when high speed tools with 
conventional high side rake angles are used. With these 
tool angles it is unnecessary to lift the tool on the reverse 
stroke. The tools will take interrupted cuts without break- 
age and give long service between regrinds; the sizes fit 
standard clapper boxes 


edge angle, and 2 clearances 


CUTTING-OFF MACHINE 


@ This new cutting-off 
machine of the bonded- 
abrasive wheel type is a 
product of the Ameri- 
can Instrument Co., 8010 
Georgia Ave., Silver 
Spring, Md. For cutting 
glass, quartz, ceramics, 
metals, commercial and 
semi-precious stones, etc., 
in the form of sheets, 
rods, tubes or blocks 
Cuts up to 3% inches 
thick can be made on 
materials with flat sur- 
laces, while rods and 
tubing up to 6-inch diam- 
eter can be cut by rotat- 
ing the material, without 
chipping or _ breaking. 
The machine is especially 
suitable for slicing all 
kinds of tubing. For ex- 
ample, 1%-inch glass tubing can be cut to 1/32-inch 
lengths as easily and quickly as longer lengths, with 
smooth, parallel, unchipped edges. The machine consists 
of a non-corrosive cutting table adjustable for cuts of 
various angles, a 12-inch wheel (0.04 or 0.06 in. thick) 
direct-connected to a 115 volt 60 cycle a.c. motor, and a 
centrifugal pump, mounted on a rigid steel stand. 


THREE RING BINDER PUNCH 


@ At Long Last—a three hole punch has been created for 
three ring binder users that is small enough to use in the 
hand and can be kept in a desk drawer or brief case. 
“Clix” is accurately and permanently spaced for all stand- 
ard three binders—no gauges to fuss with—nothing to 
get out of order. It punches three 14” holes, spaced 4%” 
on centers, overall 8%” on center. This is standard spac- 
ing for sheets 11 x 8%”. It is precision made of finest 
material by the New England Paper Punch Co., Natick, 
Mass., an organization of long experience in making fine 
steel devices. 
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FOUR OF A KIND—AND ALL ACES! 











: 













Fairbanks-Morse 
































DIESELS PUMPS SCALES 
5 TO 1400 H. P. 114 G.P.M. TO 150,000 G.P.M. 002 OZ. TO 1 MILLION LBS 





@ Nearly every industry uses one or more 
Fairbanks-Morse products, because Fairbanks-Morse 


FAIRBANKS-MORSE 


Pumping, Power, and Weighing Equipment 


makes the right type of Diesel, motor, scale, and pump 
for each job—and makes each type right. In addition, 
the centralized responsibility of Fairbanks-Morse, 


600 S. Michigan Ave., Chicago, Ill. 


demonstrated to industry through more than a century, 


Branches and service stations through- 
out the United States and Canada. 


simplifies purchasing and protects the purchaser. 


13-EOPSA40.9 


Barrett Nifty-Lifters 
STOP “STAGNATION” 


in Shipping and Stock Rooms! 

















Inexpensive Nifty-Lifters end confu- 
sion and congestion in shipping and 
storerooms by facilitating and speed- 
ing up distribution of materials. A 
single Nifty-Lifter and four to fifteen 
skids cut needless handling as much 
as 61%. Flat deck, staked, rack and 
shelf type skids in all sizes. Rugged 
construction throughout to resist ex- | 
cessive conditions. 


ABBOTT 


BEARING BALLS” 


— Mercury Mls. Co. 





Six years ago Mercury chose Abbott bearing balls 
steering mechanisms of “Banty”™ tractors and 





castor assemblies of trailers. “We have yet to 1 


complaint,” writes Mercury, blies requiring 





Turn chaos into order and efficiency 
at a surprisingly 





ARRETT ; 


BARRETT-CRAVENS CO.-7. , 
3280 West 30th Street © Chicago, Illinois ~ 


Representatives Everywhere 








For additional products see Buyer’s Directory, page 107 


“or encounter any service 


problem occasioned by the 






ances. Order At 
balls with confid 


use of Abbott bearing balls.” dependability 
low cost—send for Your products may have to proved in indust 
Bulletin 602 and cope with heavy loads and portation, and | 
get our free trial hard usage as do Mercury pliance fields 
offer. “Trackless Trains.” Or, you ments always, f 
LJ may have higher speed assem- plete stocks 


THE ABBOTT BALL COMPANY 


1058 New Britain Ave., 


Hartford, Conn 
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FILE LADDER 


| @ For use in filing 
rooms, bank vaults, 
and for general of- 
fice use, this new all- 
aluminum step lad- 
der combines ex- 
treme strength and 
light weight. Con 
structed of a special 
aluminum alloy wit! 
tensile strength of 
48,000 Ibs. per square 
inch, it is practicall 
indestructible in 
dinary use, yet it can 
be handled easily by 
office workers Phe 
model shown is 46% 
inches high, weighs 
only 20 lbs. It can 





be furnished in any 

desired eadeidot 

Smooth finish is easy to keep clean and prevents catching 
or snagging ‘of workers’ hoses Rubber feet provide pro- 
tection for the finest floors Product of the Aluminum 
Ladder Co., 150 Adams St., Tarentum, Pa 


MOUNTED GRINDING WHEELS 
] SA well chert, 16x22 MOUNTED ¥ WHEELS ' 





























inches in_ size, peers taeescmerenteat aioe. 
pared by the Chicag j iv : Paes 

Wheel & Mfg. Co.,, 

1101 W. Monroe St., & aae Abas 
Chicago, IIl., illus 


@ Page wires are furnished 
in many shapes and sizes and in 
many kinds of metal. If you need 
wire in your manufacturing oper- 


wates “in actual size MOP EO RY Gp ey 


the shape s and 


grinding wheels avail + a fe ea 


| able and widely used te Teer eles n¥ 
ations, let us have your specifica- in industrial opera re Vv. 
j : ions ovethe omekat vy aan ' 
tions. We may be able to save time tions, together wi t Seep bs 


essential data regard 
ing them. The visual 
reference value of sucl 


and money for you. pnts 


We make wires of low carbon, 


" ‘ a presentation is ré id ph sears vecemeess ot een 
high carbon and stainless steels ily apparent. It greatly 
in many shapes and sizes o-ticgggroeer the | sele hf 
ion ant requisitior : 43 


ing of mounted ; = eaene 
wheels, in the tool and — oncaco De wea co —-- 
die room and in the : x 
purchasing office. Thi 

is the first time the chart method has been used for this 
purpose, and it is proving far more convenient and useful 
than previous methods of catalo 


The range of Page round wires 
and ‘‘shape”’ wires is exceptionally 
large. It includes low carbon wires, 
high carbon wires, stainless steel 
wires. Cross-sectional areas run up 
to and include No. 3 BWG (or, in 
square wire designation, about 


.250 sq. in.). Widths go to % inch. 


ring 


STOCKROOM LIGHT 
M Increased lighting 


efficiency for shelves 
woe RETURN THE COUPON BELOW al tien in eoreew 
MARK FOR FULL INFORMATION nisl il ae on le 6, 


PAGE STEEL AND WIRE DIVISION protection against 


of American Chain & Cable Company, Inc. 
MONESSEN, PENNSYLVANIA 








glare, are provided by 
the odd shape I 
Stocklite announced 
by Goodrich Electric 
Co., 2900 N. Oakle . 

|} Ave., Chicago, [1] Stocklite 

[-2ee carved “Vv” 

| flanges prevent aisle glare and at the same time direct the 

| light to the sides, for maximum illumination of shelves 
from top to bottom, and into bin interiors. Finished in 
permanent white porcelain enamel, inside and outside, and 
unaffected by the most adverse atmospheric conditions, the 
fixture utilizes the lamp’s full intensity with no effect of 


| ]Please send further information on Page 
| Wires (1 Please quote me on Page Wires de- 
| scribed in attached letter 
I 





Name 
Firm.. 
Address 
City 


For additional products see Buyer’s Directory, page 107 
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do PRODUCTION SPEED 
N STRAPPING JOBS 
NEW STANLEY ACCESSORIES 
FOR FAST PRODUCTION WORK 


A 








Stanley Steel Strapping speeds ship- 
ments, lightens containers, releases 
men for other jobs. And now it 
swings into full production speed, 
with new Stanley Accessories, used 
with the Ne w “Ace” Strapping Tool. 








COIL HOLDER Aco" tool, — HINGLES in bundies quickly 
for 35 into convenient shi ing units. “‘Ad- 
tray for eye justable Strapping Table upport’’ holds 

er. ee. ‘Mechanical Arm” holds tool. 
ever ~My. 





Te 1 Ss t. HH té HARDWARE . keeping pace with 

oO u ir oids Wi rapi 
"Kee Foot ready, conveyor delivery, the 1 geal ond. ey 

iay bestuched te Oenp: Bespin commene 

ping Table or to a roller - : 


NEW STANLEY 
ad Ee” 
STRAPPING TOOL 


Tightens -- Cuts -- 
Seals Strapping 
in A Few Seconds 
- Feeds Own Seals 






Trade Mark 


Contains 100 seals, Spring-fed, so it operates in any position. 
One lever tensions strapping, other cuts strapping, feeds seal, 
crimps seal in one action. Weighs only 10 lb. 3 0z. Simple~a 
beginner can “make time” from the start. 

Let Stanley Engineers adapt the “Ace” and Accessories to your 
needs, or design new ones to meet special problems. Write today 
for descriptive literature or ask for demonstration. The Stanley 
Works, Steel Strapping Div., 175 Lake St., New Britain, Conn. 


STANLEY STRAPPING SYSTEM 


For additional products see 














. CREPE | 
1M PAK waooine 


protects your product 
dresses your package 








The popular Zenith Chairside Model Radio is 
protected in transit by KIMPAK Crepe Wadding 


@ Why risk disappointing your customers with mer- 
chandise damaged in transit? For your protection, 
their good will, pack with KIMPAK.* 

Soft, yet resilient, KIMPAK acts as a shock absorber: 
for your product in transit — guards against breakage 
scratches, “press marking” and surface “burning 
What's more, KIMPAK helps to dress up your package 
and give it far more sales appeal. 

KIMPAK comes in rolls, sheets and pads of wanted 
thicknesses and sizes which can be applied — 
and easily without fuss, muss or waste. It can be use: 
for packing nearly every type of product. And since 
KIMPAK absorbs 16 times its own weight in moisture 
it more than meets government postal regulations 
regarding shipment of leguide. 

Mail the coupon today and receive further info: 
mation and samples for testing. 


. S. Patent Office and Foreign ( Countries 


FREE! 1940 Portfolio of KIMPAK 
KIMBERLY-CLARK CORPORATION P-2 
Neenah, Wisconsin 


Address nearest sales office: 8 S. Michigan Ave., Chicago 
122 E. 42nd St., New York City. 510 W. Sixth St., Los Angeles 


Please send us the 1940 Portfolio of KIMPAK. | 





Company nies a pike wae Hemmdliedauun eee 
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| Attention of. 


EE een aS ha ee ’ 
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to your i tt 
| SALES end ADVERTISING, 1 
LZ ay Of a series of interesting and 





Z 4 | instructive booklets containing 
|| data, forms, and suggestions 
for 


covering latest methods 


| every department in every type 











= 





eS 


| of business. 


A 


stationery will bring full infor- 


request on your business 

















mation. 











THE C. E. SHEPPARD CO. 
44-05 Bohs ote Street L. I. City, New York 














- 


dl 


= Your men’ll like the new 
~ mistake-proof workholders 


| on these Fel Ex 
\ —_No.65R Threaders 









OR faster work that 

saves pay-roll time. 
Quickly adjusted. Thread 
I”, 14", 6" aud 2° 
pipe with one set of chasers 
—no extra dies needed. 
Speedy and accurate. 


These new all-steel and 
malleable - alley threaders 
give long trouble-free serv- 
ice. Your men like their 





No. 


\ . smoother, easier threading, 
\ 65R-C . 
users’ appreciate these better 
net tools, Buy them at your 
price ' 
$15.00 Supply House. 


THE RIDGE TOOL CO., ELYRIA, OHIO 


(sib Pire Toots & 


For additional products see Buyer's 
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spottiness, and enables stock clerks to read t 
slips, parts numbers, and the like 
in the aisles 
HYDRAULIC LUBRICATOR 
m No~— mechanical 
drive connectio1 be 
tween the machine 


and lubricat 
is required 


automatic lubricat 


unit announced by 

the Bijur Lubricat 

ing Corp., Long I 

land City, N. Y., for 

use on production 

machines. In _ place 

of the usual driving 

mechanism, a small 

diameter tube (5/32” 

O.D.) is connected 

between the ma- 

chine’s hydraulic 

system and the | used for feeding oil to th 
bearings. [The plan has a distinct advantage 


maximum flexibility of design, as the pump can 


ypewritten 


) 
i 


| 


comfortably anywhere 





various 


n giving 


be located 


at the most nvenient point, independent of any consid- 
eration as regards the drive [wo types are illustrated: 
for mounting on a standard two-pint or six-pint oil reser 
voir, and for unting in a reservoir cast integral with 
the machine 


STACKING BOXES 
@ The 


corners 
these | 


i cng REINFORCED CORNER 
are reinforced by the 
use of 
permanently locked 


oft a Ste el 


in position to make 
a joint that can not 
loosen or come apart 
even under evere 
usage, an adaptation 
of the steel strap 





ping principle whicl 





has long and = suc 
cessfully been used 
in connection with 
shipping containers 
The boxes then 
selves are stocked ir 
five standard sizes, 
open end or closed 
end as shown in the 
illustration. Other 
sizes can be had as 
desired. Both types 
can be stacked firmly, one upon another 
Pollard Bros. Mfg. Co., 5504-8 Northwest 
Chicago, III 
CHAIN TOOL 
B illustrated 
the new easy 


chain detacl 
produced by 


Link-Belt Co., 3( 
N. Michigan Ave., 
Chicago, IIll., to 


facilitate the de- 
taching and as 
sembling of steel 
Link-Belt. The 


new tool makes it easy to bring the 


position, sufficient weight act as 


Director 


chain links into 
to 


a 





Manufactured by 


Highway, 





proper 
backing 
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STANDARD 
FAVORITES 

































IT’S 
THE ODD 
SHAPE THAT 
DOES 
THE TRICK 


* 











LIGHT YOUR STOCK 
BINS THIS BETTER WAY 


Save money, reduce mistakes, expedite the 
handling of orders with good illumination 
that permits clerks to read comfortably anywhere inthe aisle 
—to see clearly into bin interiors—from top to bottom shelf. 


Built for lite 
times of SeTV 
ice withow 
splintering, be 
coming 









é — as W! 
THE STOCKLITE pr woaked or developing WODLIE ic. 
z rh )))) . od bencits- ‘es that 
i For use in narrow aisles; directs light am ordinary agen from at prices tH | 
where it is needed, eliminates aisle glare, as models to _ | 





provides far better illumination with the your order. 


same size lamps you're using. This new bul- 
) letin shows how. Write for Bulletin No. 9]. 


DISTRIBUTED ONLY THROUGH ELECTRICAL WHOLESALERS 


me OODRIC 


BLECTRIC «fO MP AW Y 


. i Meee es C8 


vite 





GENERAL OFFICES AND FACTORY: 2927 N. OAKLEY AVE.. CHICAGO. ILL. 








| 











LOWELL” | 
“HAL 
sTEEL 
DS 
L STAN 
DUMORE ioe 
hw I Moves easily — ! 
| +4) + gs : Ss oO: 
If it’s grinding—whether external or internal, on a lathe or a the job. ment ordet 
special machine tool set-up, you can depend on getting accuracy handy but - 5 
to a tenth (.0001”) with a Dumore. Call the Dumore distributor Made in @ variety 
nearest you . . . he'll recommend the right one of many Dumore for all purpos*= 
models—the exact model to fit your needs. Through him you wee a defn 
are offered the advantages of over a quarter-century of precision They have - shot 
grinder manufacturing experience. place em ee 
THE DUMORE CO., Dept. 350-B, Racine, Wis. 





ONLY DUMORE 
GIVES YOU ALL 


Duamore Be hs opin Write for Literature and Prices 


for easy port- tion of quick 








PRECISION ability. hange quills, 
° © Speeds up to #25 years’ StTanvarp Pressep Sree Co. 

42,500 r.p.m. grinder build- Pinenes 

VAN A CFS ing. aon JENKINTOWN, PENNA. erancnes 

. - : . ON CHICAGO 
® A size grind- @ Convenient- | DETROIT ST. Louls 

er for every ly located dis ana inate SOK 880 SAN Ae 
job. tributors. 
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Processor’ Slashes 
Packing Weight 45% 


Cuts Freight 
Costs 


Cuts Packing 
Material 
Cost 





*Case history on file. 
Ask for copy on your 
letterhead 


@ In cooperation with the Signode man, the traffic 
manager of a shade cloth and artificial leather manufacturer 
developed a new corrugated box. Here are the advantages the 
shipper gained: (1) The new container is so constructed that it 
enables the shipment to be entered under the “bale” classification; 
(2) The “bale” classification allows the shipper to load up the new 
container to the same weight as formerly; (3) The new container 
costs less; (4) It weighs less by 28 pounds with consequent freight 
savings; (5) It takes less time to pack; (6) It stands up better in 
transit. 


Ask your local Signode man to explain how Signode methods can 
bring you similar results. Or write us direct. 


Ask rape Signode Strap Cutter for quick, easy 
ing steel strapped shipments. 


2602 N. Western Ave., Chicago, Ill. 
371 Furman St., Brooklyn, N. Y. 
454 Bryant St., San Francisco, Calif. 


40 OFFICES THROUGHOUT UNITED STATES AND CANADA 








e@ AUTOMOTIVE GREASE SEALS? 


Certified Felt has proven itself of great value in auto- 
motive grease seals; the grease is effectively sealed i in, 
dust and dirt are excluded; the extremely high tem 
peratures to which grease seals are often subjected 
ate efficiently withstood or Certified Felt. 








—_— e MACHINE INSTALLATION? aM 


The modern method of eatting enachias machinery into pro- 





— quickly—mounting on nisorb—is simple and 
ive, taking up little actual i time. 
ie es care of the transmitted vibration which ag bt se 


to neighboring machinery 
ins _ at the same time machined 
from receiving vibrations originating elsewhere. 




















eae ° a 
_ @ OIL FILTERS? 

For filtering purposes, Felcers Certified Felt is manu- 

factured in many different consistencies; it is eco- 

nomical pr gee easily installed; the natural filtering 

tendencies of the high-grade felt make it highly 

effective. 

@ OIL SEALS WITH DUFELT*? | 


* cal hy epwamy- ela parapet dew we 
_ Neoprene, has ees Saat ken Caves aeriren 


ZA 


,@ REG. U. S. PAT. OFF. 


THE FELTERS C OMPANY, INC ORPORAT ED 


Boston, Massachusetts 


210 South Street, Dep. B-2 
Ofthices in Principal Cities 
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against which to knock the chain apart. It can be used 
out on the job or on a shop bench for cutting chain or 
removing attachment links, and leaves one hand free for 
Promal, it weighs 3% lbs. and 
Link- Belt. 


using a hammer. Mad 
is designed to accommodate all sizes of steel 


FLOOR MODEL KARDEX FILE 
@ The Systems Division 
Remington Rand, 465 Wash 
ington St., Buffalo, N. Y., has 
developed a unique new port 
able unit, carrying up to 1,254 
records in an inverted posi 
tion in a convenient low cabi 


net provided with wheels for 
t 


ready portability to any point 
in an office. The slides are 
easily ejected by a slight pull, 
and when fully extended they 
drop into a flat horizontal 
position for reference or 
posting. The arrangement is 
said to be more rapid in 
operation than the conven- 


tional table-type cabinet, be 
sides affording a notable sav 
ing in floor space. The unit 
is attractively styled 
monize with other » Ffice 
equipment. 





HIGH PRESSURE OXYGEN GAUGE 
MA Special Oxygen duragauge for 


high pressure oxygen service is an fies 
/ 


nounced by Ashcraft American Gauge » 3000 


Division of Manning, Maxwell & “ poll 
Moore, Inc., of Bridgeport, Conn 
The case is a heavy brass casting 
with a safety solid front and a full 
open back 
The back of the gauge is sealed 
with moisture-proof paper protected 





by a thin brass disc. The mounting 


lugs on the case | d it awa t 
the wall 

The Bourdon tul is beryllium copper, and the socket 
is forged bronze. No steel is used for the sake of safety. 
Accuracy is guaranteed to within % of 1%. 

The gauge is also stream-lined, having the new, clear- 


as-cryStal gauge cover 
up the dial for easier 
than glass. 


transparent plastic. This opens 


reading. The plastic cover is safer 


BAND SAW PACKING 
@ The Manin the 


tool crib who has 
lost his temper 
and some _ hide 
fighting a snarl- 
ing, twisting, 
kinking length of 
band saw _ stock, 
will welcome a 
new method of 
packing t his 
product, adopted 
by W. O. Barnes 
Co., Inc., Detroit, 
Michigan. 
Lengths of metal cutting band saw up to 100 feet, in 
widths ™% in. and under, are now delivered to the cus- 
tomer in a flat carton, with one end of the coil readily ac- 
cessible. The tool foreman, asked for a ten-foot 
length, holds the carton by the upper left corner in his 





For additional products see Buyer's Directory, page 107 
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left hand, pulls the band saw from the small opening in 
the upper right corner with his right hand. He cuts off 
the length, notes the amount on the perpetual inventory | 
record on the carton and replaces the carton in stock. | 
The coil can’t run wild and this is particularly important | 
in the case of the narrow widths used for contour sawing | 
and die cutting. The 12-in. carton allows the saw to} 
coil loosely, eliminating blade checking. A window in the | 
carton permits inspection of the stock inside. 


PREFINISHED BONDED METALS 


@ Of keen interest to | 
practically every 
branch of industry 
are two new pre- 
bonded 
metals which com-| 
bine the flashing 
beauty and durabil- 
ity of nickel and 
chromium with the 
lightness, strength 
and workability of 
aluminum. These 
two plated metals 
are nickel aluminum 


finished 


and chrome alunii- 
num, introduced by 
the American Nick- 


Company of 


Illinois. 


eloid 
Peru, 


are formed by a 
surface of chromium 
or nickel bonded by an electrolytic process to an aluminum 
base metal, using the Krome Alume process patent No. 1,971,- 
761. Previous attempts to plate aluminum involved compli- 
cated dips and the results were never reliable. 

From exhaustive tests conducted over a period of four 
years, the company satisfied that this process does 
produce coatings that can be fabricated with positive as- 
surance that they will not peel. 

One interesting test of adhesion is made by soldering 





1s 


two pieces of nickel aluminum together, then pulling or 


twisting the joints. In case the solder ruptures 
and with no indication of peeling of the nickel coating. 
This demonstrates the secure bond formed between the 
nickel coating and the aluminum base. 

Because the aluminum does not have to be etched to 
secure a bond, the lustre of the plated surface is not 


dulled. 


every 


DUPLICATOR INKS 


@ The Re- 
search 
partment of 
the Colum- 
bia Ribbon 
& Carbon 
M an u fac- 
turing Co.. 
Glen 
New 
has 

ed for 
eral distri- 
bution,a 
new line of 


York, 





duplicator inks. 
of thorough tests covering every possible condition of 
manufacture and use. Service tests in actual users’ ma- 
chines supplemented the severe laboratory testing before 
the inks were approved for large scale manufacture and 
sale. 

the verge of therefore, 


over-specialized, and, 


These two metals | 


De- | 


The inks have been undergoing a series | 


Cove, 


releas- | 
gen- | 


According to Columbia, the duplicator ink field is on| 
becoming 
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LINK-BELT 


TWIN 
DISC 








FRICTION CLUTCHES 





Reguire Less ecvicing 


@ With Link-Belt Twin Disc Clutches, 
servicing is reduced to a minimum be- 
cause they are engineered to fit their jobs 
—not merely to fit machines. That makes 
a lot of difference inthe amount of serv- | 
ice required—and in performance too. 

Available for normal, heavy or extra 
heavy duty, sizes from 5!%” to 42” dia., 
rated at 1!'4 H.P. to 350 H.P. at 100 
R. P. M. Send for Data Book No. 1600. 


LINK-BELT COMPANY 
Chicago Indianapolis Philadelp! 
Atlanta San Francisco Toronto 
Offices in principal cities 

















iyel Fay Cha 


@istéé More Comfort, 









Less Fatigue, 
Greater Output 


Do your employees retain the same 
degree of skill and facility of han- 
dling to the end of the work period, 
or do they slow down toward the latter 
part of the shift? 











Royal industrial seating 
is designed to fit the 
work and worker, is ad- 
justable for height, has 
resilient backs, wide, 
comfortable seats. It 
lessens that fagged out 
feeling, stimulates pro- 
duction, reduces strain 
- . - is truly a shock- 


absorber and _ profit 
producer. 

Ask about our FREE 
TRIAL OFFER. Write 


for catalog and refer- 
ence book, 


ROYAL METAL MFG. 
188 N. Michigan Ave., Dept. B, CHICAGO 


New York 





Los Angeles Toronto 
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RIDE ALONG 





BLUE STAR SEALING TAPE 


Your first trial of PLANET Blue Star Sealing Tape is all we ask. Ride 
along once—and you'll ride regularly, for users of McLaurin-Jones 
PLANET Blue Star Tape are sure-fire repeaters. Some of the biggest 
shippers from coast to coast find PLANET Sealing Tape the sturdiest 
and safest. On the toughest, bumpiest rides PLANET grips hard 
sticks like a leech . . . does the perfect sealing job! Try it... ask your 
paper merchant or write for free sample coil of PLANET Blue Star 
ealing Tape! 


MCLAURIN-JONES CO. wince: 











































HELPS 

Anxious to take advantage of 
SPEED every practical opportunity to 
improve results and save money 
PRODUCTION in production cleaning and re- 
lated operations, many purchas- 
AND ing directors find this Oakite 

Service Representative decidedly 
helpful. 
REDUCE For thanks to his specialized 
knowledge and twenty-one years’ 
COSTS experience, he gives these execu- 
tives specific data and practical 
ideas that materially help them 
speed production and _ reduce 
t ) costs. 
If you want to secure money- 
saving suggestions on how you, 
too, can effectively improve your 
cleaning work, write to have 
our nearby Representative call. 
No obligation. 





OAKITE PRODUCTS, INC., 54 Thames St., NEW YORK 


Representatives in All Principal Cities of the U. S. and Canada. 


CLEANING 


MATERIALS & METHODS FOR EVERY CLEANING REQUIREMENT 

















For additional products sce 
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in danger of getting beyond the scope of the average 
dealer's salesmet [he problem, because of the large 
variety of machines on the market, was to produce an 
ink that will operate in all machines, with any kind of 
stencil and under all conditions at varying speeds. Colum 
bia believes the new line of inks has solved this problem, 
enabling the dealer t ntinue his proper function as a 
selling-distributor without having to become an ink tech 
nician as l 

In addition to their many other features, the new inks 
are said not to bleed, separate or fade, nor to deteriorate 
any stencils. They are supplied in seven colors, includ 
ing black, and are packaged attractively in new tins. The 
Number 55B ished in a special can with a large 
opening w h allows the operator to dip a brush into 
the ink for ind brush application to open cylinder ma 
chine S wit ut I Intains 


HEAVY DUTY STAND 





It has been developed to permit accurate operation of 
these large machine with easy non-tipping portability 
instantly available When the machine is in use, the 
stand rests solidly on four flared legs, equipped with ball 
feet, né adjustable t ( mpensate for slight fi. ir inac 
curacies. One | er 1 vement sets the stand up on four 


The frame tubular steel, specially braced and finished 
in black baked enamel. Top is 24” wide by 17%” deep, 5 
ply genuine veneer. Flush drop shelves, 12” wide by 17%” 
deep, interchangable right or left, are available in the 
same walnut il r mahogany finish as the top. With 
one shelf, the top surface is 36” wide by 17%” deep; 
with two shelves the entire surface is 48” wide by 1714’ 
dee} 

The stand without shelves is Model No. 64. With one 
flush drop shelf, No. 64-A. With two flush drop shelves, 
No. 64-AA 


1 


@ A sample portable ele 


tric nibbler for cutting all 
kinds of sheet metal has 
been introduced by the In- 
dependent Pneumatic Tool 


Company, Chicas 11] 
Only nine inches long and 
weighing but 334 pounds, 


it is a compact tool wit! 
a yoke type front head in- 
corporating a punch and 
die that “nibbles” out a 
rectangular shaving of 


metal at each upward 
stroke of the punch. It will 
+ N 18 





cut up rauge 
(.049”) is teel and up t 
No. 15 gauge 072”) in aluminum 

In addition t iny work that can be done with the 
ordinary portable electric shear, this nibbler, because it 
cuts its own clearance, will cut wide strips without dis- 


torting or curling the sheet even if the sheet is corrugated 
or has a curved outline. Internal cuts of any shape may 


be made without breaking-in from the edge of the stock, 
simply by drilling or punching a hole one inch in diameter 
and inserting the head of the tool in this hole 
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LIGHT WEIGHT EMERGENCY JACK 


@ A Light Weight, single 
acting, automatic raising 
and lowering emergency 
jack has been placed on the 
market by Templeton, Kenly 
& Co., Chicago, Ill. This 
jack is identical to their 15- 
ton capacity emergency jack, 
except that it is proportion- 
ately smaller and has a ca- 
pacity of 5 tons, meeting the 
demand for a smaller emer- 
gency jack with all of the 
features of the larger jack. 

It tilts on its base, when 
the base pawl is disengaged, 
permitting angular jacking or 
pushing and pulling. This 
feature was originated by 
Templeton, Kenly & Co. many years ago and is built into 
their emergency jacks and pole pulling and straightening 
jacks. 

It has a large strong inner-ribbed base, a double lever 
socket for operation in close quarters and the toe lift is 
machine corrugated. 

This jack weighs 64 lIbs., is 22” high, has a 14” lift and 
is furnished complete with a 4% ft. chain, an auxiliary cap 
shoe and a 36” heat treated steel level bar 


PLUG TIP SOLDERING IRONS 


@ An Electric Solder- 
ing Iron fitted with 
plug tips make the 
extensive line offer- 
ed by Stanley Tools, 
New Britain, Con- 
necticut, more complete. The plug tip is inexpensive and 
differs from the screw tip in that the tip fits into the heat- 
ing head of the iron and is held by a screw. The screw 
permits easy adjustment and removal of tip. 

The heating unit of the iron is hermetically sealed to 
prevent corrosion, is wound around a hollow core and 
conducts a uniform flow of heat to the plug tip. The han- 
dles are of hardwood and have an adjusting sleeve which 
allows the handle to be increased in length. Each iron 
is furnished with six feet of approved heater cord, cord 
strain relief and a tool rest stand. 

Plug tips for the irons are available in two types, cop- 
per and armor clad. The armor clad tip is similar to the 
copper tip except that it is clad with a special metal coat- 
ing that protects the surface of the copper and produces 
a long life tip free from corrosion and rapid wear. 

The soldering irons are made in four sizes, 105 watts, 
¥%” tip diam., 150 watts, %4” tip diam., 200 watts, 5%” tip 
diam., 350 watts, 7%” tip diam. Each size is available with 
all copper tip or armor clad copper tip. 











LINK-BELT 


SAFETY COLLARS 






EASY 
To 
INSTALL 


They're Chamfered! 


@ These collars have bores chamfered for ease of installation 
and are machine-finished all over and cadmium plated—corners 
are smooth and flangeless— outer edges are rounded for safety 
—set screw tightens below the surface. 

They are especially well suited where limited space is avail- 
able on and around shaft, or where corrosion resistance and ap- 
pearance are important. Carried in stock. Ask for Data Book 


— LINK-BELT COMPANY 


Indianapolis Chicago Philadelphia Atlanta San Francisc 
Toronto Offices in principal cities 








Standard SAFETY STEEL 
LETTERS and FIGURES 


“Will Not Mushroom” 


Made of Patented Safety 
Steel to eliminate spalling 
and mushrooming. 

The heads of Cunningham 
Safety Stamps do not have to 
be redressed and the character 
end will give unusual service. 


M. E. CUNNINGHAM COMPANY 
MARKING DEVICES 
154 E. CARSON ST. PITTSBURGH, PA. 
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SEND FOR POWER TRANSMISSION DATA BOOK 


STEEL LOCKERS 


and 


STEEL SHELVING 






































FRED MEDART MANUFACTURING CO. 


3539 DEKALB ST. - * » ST. LOUIS, MO. 


Sales Engineers in All Principal Cities — Consult Your Telephone Directory 
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LIQUID LEVEL GAUGE 


BA new re- 
mote reading 
liquid level 
gauge, adapt- 
ed for use on™ 
tanks up to 50 
feet in height, 
and _ accurate 
to the nearest 


























I~”, is an- 
nounced by 
Guardian Elec 
tric, 1621 W 


Walnut St., 
SILVER COMET ° 


The tank head | 


‘ it, shown 
Goes ANYWHERE to cut pencil expense! oe fic tap | 


of a fully pro- 

















The modern Portable: stand it anywhere; requires 





tected mecha 





no fastening. Equipped with the famous Boston ie eet in 
Speed Cutters (15 cutting edges)—and a clever oil, housed in a he: 
adjuster for any point desired, — fine, standard, sor seagate mae ee 
semi-blunt. Handsome black and chrome plated vesek tank ton, 
metal-finish base. The tops in efficiency, beauty, ly fitted aluminut 


ing to tank head 

and economy. Binds ; . 
permits us¢ I gaug 
C. HOWARD HUNT PEN CO. Camden, N. J. ol ra fee 
without danger 
loss. The indicat 
shown below, can 
nected to any I 
tanks up to 24. Eacl 
gauged by turning tl 
the number of th 
gauged and pushing 
The exact de] 

aaaebabinas up on the indicat 
feet appearing in red numerals, inches and fractions in 


NEW!! “‘TWIN-BULB’’ ELECTRIC LANTERN |) tec" 


Adjustable Handle 
slips over arm 

















th th 








SAFETY TEST LAMP 







| ee . —| @ATest Lamp a _n d 
Cover —close fit — ” voltage indicator that 
will not rattle - A features safety has 


JUSTRITE 
Product 


been introduced b y 
The Sittler Company, 
| Chicago, Ill. This lamp 
+ can be used on a.c. or 

d.c. circuits from 110 to 
600 volts, and no fuses are required for safety. No short- 


Latch Buttons to lock 
cover on 


Battery can be sealed 
in . : i 
ing or “splash” can occur, and excessive voltage burns 
out lamp filament only. The resistor limits current to 
such low value that there is no danger of tripping relays 
when checking control panels 


Battery Container 
holds 6 volt cell 


Two-Way Switch 


Shoulder to hold glass 
globe 


Screws to remove and 
change the reflector 





so" 


PROTECTORS 


PAT. PENDING 


Twin-Bulbs move on 
metal slide 


Movable Base is ad- 
justable 


* TRANSPARENT + FLEXIBLE 











\ NS NI IN 2s 4 * REINFORCED EYELETS 
\ : = ; bs : , * WATER PROOF 
and Oily Waste Cans CetL-U-DEX CORP BROOKLYN 


JUSTRITE MANUFACTURING co. Uses: Salesmen’s Kits, Advertising and Sales Presentation. 


Catalogs, Stamp Collections, Photos—Albums, Records. 
2058 SOUTHPORT AVE., CHICAGO, ILL. KEEP SHEETS 7rFrertLEesweue CLEAN 


Send for Samples and give name of your Stationer 


Made by the Makers of JUSTRITE Safety Cans 
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The large test prod holder contains a 5000 ohm 20 watt 
capacity resistor of single layer Nichrome wire wound on 
porcelain core coated with vitreous enamel, a lamp socket, 
and long-life-filament Mazda lamp with magnifying bulls- 
eye. The lamp socket is wired above resistor, with the 
single test lead wired to side of lamp socket. 


FACTORY TELEPHONE BOOTHS 


M@ This Booth is designed to provide 
a zone of quiet for telephones used 
in factories, power houses, and other 
noisy industrial locations. 

It is lined with a heavy layer of 
sound absorbing material protected 
by perforated steel facing. Owing to 
its patented acoustical construction, 
factory noises and disturbances are 
absorbed so completely by the lining 
that telephone calls can be made 
without interruption from factory 
noises. Added advantages are ample 
ventilation, due to its open construc- 
tion, and freedom from door troubles 
Made by Burgess Battery Company, 
Chicago, Il. 





PORTABLE ELECTRIC TOOLS 


@ Illustrated is a 
new electric tool for 
metal or wood drill- 
ing up to %4” capa- 
city, designed for 
compactness and re- 
sistance to wear and 
abuse. The motor has unusually high torque 
and is available in three speeds. The gear 
case is simple, containing but one pair of 
helical gears. All bearings are ball bearing 
in steel inserts. There is no connection be- 
tween the handle and the bridge supporting 
the rear armature bearing, so that a bump 
on the handle cannot distort the bearing 
alignment. The air intakes are on the ends 
of the handle, where they will not be cov- 
ered by the hand or pick up dirt and chips 
In place of screens, the casting is perfor- 
ated with very small holes. The switch is an oversize 
two-pole enclosed mechanism with die-cast close fitting trigger 
attached. The same tool may be furnished equipped for 
use as a screw driver for No. 8 wood or 3/16” machine 
screws; also a nut runner for 3/16” nuts or bolts. The 
tool is a product of the Chicago Pneumatic Tool Co., 6 
E. 44th St., New York, N. Y., and is designated as No. 806 






KR OR! ©. 


_ BRIDGEPORT CONN. 
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LINK-BELT 


FLEXIBLE COUPLINGS 





For Longer Life 
. «+ Easier Installation 


@ The Link-Belt “RCB” Flex 
Coupling is rugged in constr 
tion, easy to handle, durable, re 
able and efficient in service. R 
volving casings are available 

all sizes. We also make flange: 
compression and universal ty} 
of couplings. Complete data and list 
prices are given in Book No. 16 


LINK-BELT COMPANY 


Indianapolis Chicago Philadelphia Atlanta San Fra! 
Toronto Offices in principal cities 


SEND FOR POWER TRANSMISSION DATA BOOK 


YOUR PROBLEMS 


Call on Hubbard's long expe- 
rience and skill in developing 
elite Mitel tolaatialite MM ole lar ml <- 
these, to accomplish the re- 
sults you are after in those 
NTeliloltr Me (-tileliMelileMelgelel Tai leli) 
rediele) (ute 


Send in your drawings, or 
describe your problem. 
Your inquiry will bring real 
assistance and the advan- 
tages of long experience. 





ver Hubba rd Springs Company 


277 CENTRAL AVE., PONTIAC, MICH. 
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OFFICE SUPPLIES & EQUIPMENT 








LABELS — STICKERS 
AND EMBOSSED SEALS 
For advertising, packaging, an- 


niversary, addressing, mailing— 
in one or multi colors, die cut 
or plain, ~ = mee. Write for 
free samp a ie 

ST. Lous. $s ICKER co. 
1908 Pine Street St. Louis, Mo 



























For 50 Years 


MULTIKOPY 
Carbon Papers 


STAR *% BRAND 
Inked Ribbons 


Manufactured by 


WEBSTER CO. 


-. 3. 
Main Office and Factory 
AMHERST ST., CAMBRIDGE, MASS. 



























You'll be glad you investigated 


PROCESSED NEGATIVE te 
HECTOGRAPH MASTERS 


for ANY spirit duplicator 


Write: 


MANIFOLD SUPPLIES CO. 
Brooklyn, N. Y. 


188 Third Ave., 














For greater office efficiency and 
satisfaction, specify the products of 


OLD TOWN RIBBON 
& CARBON CO. 


176 Johnson St. Brooklyn, N. Y. 


















ARE WE ON YOUR LIST OF SUPPLIERS 
for Leose-Leaf 


BINDERS, INDEXES and FORMS? 
Send fer Complete Catalog 


Cc. E. SHEPPARD CO. 


THE 
4401 2ist Street Long Island City, MN. Y. 


Gee 
“(eso 
wipe” 




















Underwood Typewriter Ribbon 
Underwood Carbon Paper 
Underwood Everlasting Ink 


John Underwood & Co. 


30 VESEY ST. 


NEW YORK N. Y. 








BUSINESS ENVELOPES | | | 


A Size and Style for Every Purpose 
SOLD DIRECT TO USER 
for 38 years 
Send Us Your Inquiries and Orders 
We want to be 











YOUR ENVELOPE MANUFACTURER 
TLOOK ENVELOPE CO. 


100) . WASHINGTON BLVD., CHICAGO, ILL. 





NEW CATALOG 
OF 


RECORD KEEPING 
EQUIPMENT 
See Our Ad on Page 85 


National Blank Book Co. 
HOLYOKE 
MASS. 
























TORN 
PAPERS, NO MORE BROKEN FINGER NAILS. with 
SLIGHT FINGER PRESSURE. YOU CANNOT . TO 88 
WITHOUT iT! 


oer tom YOUR STATIONER 4 ri Sh » 
MADE sy Tur makers or ACE STAPLING MACHINES } 
ACE FASTERER CORP. 3415 ©. ASHLAND AVE. - enciee uy 


REMOVE CLINCHED STAPLES IN A JIFFY! NO 














BOSTON 
PORTABLE 
SILVER COMET 
PENCIL 
SHARPENER 


Self Feed, Chrome 
Plated, Modern 
and Efficient. 


AT YOUR 
STATIONERS 








NON-STICK 


An Entirely New 
and Different Pen 
and Pencil 


CARBON PAPER 


Will not stick, “tack,” smudge nor 
blue. Outstanding advantages: 
Greater Wear . . . Clearer Impres- 
sions ... Deeper, more brilliant 
colors ... Blue and Purple. 


COLUMBIA RIBBON & CARBON MFG. CO., 
IN 





Main Office and Factory: Glen Cove, L. I., N. Y. 








° TRINER ° 


@ Shipping Room, Parcel Post, Mail, @ 
Packing, Counting, Storeroom, Produc- 
& tion, Food Products 


e SCALES - 


@| Over {50,000 TRINER|® 
SCALES in U. S. Post-Offices ° 


Designed for extraordinary weighing require- 
ments—write today for literature and details. 


@TRINER SCALES CO.° 
Py 1441 Merchandise Mart Chicago, Ill. € 


National Distribution 





























The UNDERWOOD 
MASTER Typewriter 





Crowning Achievement 
of the 


Typewriter Leader of the World 


Ask for a demonstration on your 
own work in your own office. 


UNDERWOOD ELLIOTT FISHER CO. 


ONE PARK AVENUE, NEW YORK, N. Y. 
Sales and Service Everywhere 
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RECESSED HEAD 





“taken out the bugs” long before the general adoption 
of the present Phillips head as a stock item. 





Manufacturers report cutting assembly time up to 
50% by using HOLTITE-Phillips fastenings which per- 
mit faster driving methods, eliminate spoilage and in- 
juries, and increase holding power. Specify HOLTITE- 
Phillips for faster production and greater economy. 








SCREWS 
& BOLTS 


WERE PIONEERED BY 
CONTINENTAL 


OVER Ihinty Geans Gago 


Since 1910 Continental Screw Co. has been experimenting, tooling, 
analyzing wire and developing special equipment for producing special 
parts and fastenings with upset or recessed heads. Consequently we had 



























We are completely equipped to produce any 
type of Special part or fastening of an upset 
nature—threaded if desired, rolled or cut from 
most any type of metal. Also second operations 
including drilling, tapping, slabbing. grooving 
threading, slotting, forming, etc., with every 
facility for completing the piece by any type of! 
hardening, heat-treating, polishing. plating, buffing 
enameling and lacquering. Send samples or 
specifications of your requirements for estimate 


New Bedford.Mass...Warehouses at Detroit & Chat a 1c 
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© New catalogs and bulletins to keep 
the purchaser informed on industrial 
products. 


ON REQUEST 


67—- FASTENERS—All  successiu 
business is fundamentally dependent 
upon efficient and economical methods 
for handling, filing and _ protectins 
papers which record the _ history 

business. The fasteners manufacture 
by Acco Products, Inc. bring order 


out of chaos when used in the hand 
ot loose papers, 

68—- STEEL STRAPPING— \: 
esting and informative folder o1 
proper reinforcement of all types 
shipping packs has been published 
Acme Steel Company. his releass 
contains 59 sketches showing 
various products can be effectively ar 


economically strapped against pilfer 
and damage The most popular of 
429 different steelstrap tools and a 


cessories aré pictured and rep! 


tions of eleven photographs 
this equipment in use also adds to the 


value of the folder 


69—- TRANSFORMERS— 4D pulllet 
outlining savings which can _ be 
1 filled transf 

d by Allis-Chal 
Mfg. Company. ‘This type 
former is especially suititehe for inst 
lation in locations which would require 


a fire-proof vault if transformers using 


tained by Chlorexto 


ers 1s being offered 


oil for an insulating medium were us¢ 


70- CONTROL SYSTEMS— 


plete description of the Bender War 
wick Corporation all-electri Hoatless 
control system is contained in then 









Rddress State 


letin No. 40. Diagrams and illustrations 


ot the use of these controls on various 
applications are also shown. 


71—- WIRE ROPE— General informa- 
tion tor wire rope users is contained 

a handy booklet issued by the Bethlehem 
Steel Company. Their wire rope and 
strand are made in a complete range of 
types and sizes to meet the multitude of 


liverse requirements of industry. 


72— PORTABLE ELECTRIC TOOLS 
—The entire line of portable electric 
ools manufactured by the Black & 
Decker Co., is covered in an interesting 
atalog. LP articular attention is called to 
two greatly improved drills—the 14” 
id the %" Junior. In the latter 

will be found many quality features 
hich are usually found only in higher 

iced tools. Its Universal motor in 


reases power by 20% and torque by 


+ ay ripen PRODUCTS — 


ts anufactured by the 

iV ee x Company have helped raise 
an manutacture and engineering 
nstruction to their present levels. Thev 
1 sed by nearly every industry in 
t nd \ I irmative booklet listing 
livisions and equipment 


Ca division, IS now 


/_ SAFETY a Some typical 


strand plaited Satety 
tact ired b Broderick & 

is 1 ope Co., are shown ir a hand 
ere is a tvpe tor every lifting 

+1] Op, foundry, ware 

S¢ ind n construction Special nt 

S 1 he plied te eet re 


75— PAPER— A cataloe whic! includes 
mplete information about four recently 
uinounced new lines: forward linen 
edge r, torward ond, escort ledger and 
achine posting and escort bond, manu 
factured by The L. L. Brown Paper 


any, 1S now available. In addition 
these papers, the catalog also gives 
led facts about the well known 
lgers and bonds made by them since 
1849 \ novel feature is an ingenious 
lex whi s designed to guide the 
ider in selectiny the right paper for 
ach of a iaree number of listed uses 


i ASSESTOS MILLBOARD — 

Vv, smooth, pin-point finish as 
os millboard, manufactured by The 
Philip Carey Company, antiquates the 
ugh finish, unsightly asbestos mill 


ird uality and convenience. It is 

vhite, light, strong, beautiful fin 

1 top quality product every user will 

preciat It is packaged and priced to 
+i anna 


e and money 


77- ~ STEEL CUTTING— 1 funda- 
itting steel wi ith carbide 

are cont sited in a bulletin pub- 

1 by Carboloy Company, Inc. An 
ractical teature 1s a set ol 


pecific carbide grades to 
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| en knows animal teeth! ... the 
kinds of “bite” they've got to have to 
meet their various owners’ needs for 
existence. ... Teeth for tearing, cut- 
ting. gnawing, crushing. grinding. 
chewing! 

Nicholson knows file teeth! ... 
the kinds of “bite” they've got to have 
to meet industry's needs in working 
with various materials toward at- 
taining various results in various 
products. 


The combinations of factors in- 
volved are legion! ... with materials 
like irons, steels, brass, aluminum, 
lead, silver, woods, plastics (and their 
alloys or derivatives) ... with parts 
like forgings, castings. moldings— 
milled, carved, ground or hammered 
shapes .. . with operations that call 


NICHOLSON FILES « 


FOR EVERY PURPOSE 








for rough, smooth. lathe, edge or pre- 
cision filing. 

Consider all these. and it is under- 
standable that correctness in files— 
shape. size, tooth cut and angle, 
teeth per inch —is tremendously im- 
portant toward good workmanship, 
fast production, and low filing costs. 

An industrial science, indeed, is 
file-making! Nicholson has been at 
it seventy-six years. Today there are 
more than three thousand Nicholson 
and Black Diamond File types, shapes 
and sizes with “the right bite for the 
job”—and with uniform top-notch 
quality that enables Nicholson to 
guarantee “‘Twelve perfect files in 


every dozen.” 


NICHOLSON FILE CO., Providence, R. L, U.S. A. 
CANADIAN PLANT, PORT HOPE, ONT. 


ROLSO 
Usa. 


MADE IN U-S.As 


> 4 


FOR STAINLESS AND 
OTHER ALLOY STEELS 


Nicholson has perfected 
a new file to overcome 
the peculiar abrasive 
action of chromium and 
nickel contents which 
tend to shorten the life 
of the general-purpose 
file. It’s one of many 
developments testifying 
to Nicholson leadership 
in files. Stamped ‘For 
Stainless Steel’’—for 
easy identification and 
for specifying purposes. 
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Buyer’s Directory, 





page 121 








83— SPROCKETS—‘Save time and 


* New catalogs and bulletins to keep 1 ae aa 

i * ney DY using sproc kets that are ac- 
the purchaser informed on industrial bane ag Rr yee ie 
products. Ifateiy made and are iong wearing. 


resting SU-page catalog published by 
Cullman Wheel Co., illustrates and 
eir line of chains and sprock- 





ts (here are over two thousand dif- 


nt types and sizes subject to your 


ill at ali times, ranging from single to 
multiple, with and without hubs, in both 
steel and cast iron. They are certain to 


your stock and special requirement 


use, recommended starting speeds, gen- tures a unique design that permits clear - ~ WIRE FENCE— “Your Fence — 


eral range of practical speeds, and rec ing by a ae ; low to Choose It—How to Use It” is 


: simply removing a cap and witl ; ; ge ¢ 
le e . nee . ; - ° . nan yt an attrac > 4 > o t- 
ommended tool rakes and clearances fot drawing the working parts without a ee ee ee 


: . - *h- - i 5 fered h the Cvclone -ence , 1 yy 
a wide range of steels. The charts also turbing the pipe line. Made in a wid a clone Fence ( ompany. 

: ’ } nN} - °° . if wustrates | \ - »< " nces 
provide a means for determining the range of sizes and specifications 1 ites the various types of tence 


power required for each material. a actured by them and the proper 


80- P oe pe to choose tor your particular use 
78—- TRACTORS— Sevents roe RECISION SAWS— | 


plete selection of DOALL precision say 
Diesel-powered machines that have oper 


supplied by the Continental Mach " ‘a 85- PUMP SELECTION— By includ- 


ated a total of more than _ 1,000,000 described in a four-page pr Rial 9 omplete selection tables, typical 
hours to date, are photographed and were originally furnished for their cor specifications, principal dimensions and 
described in a 32-page book released by hele Guatiiess tek ble eee ue _~ ther engineering information in their 
Caterpillar Tractor Co. Farm and in- tensively on other equipment as well pump bulletins, Fairbanks, Morse & Co. 


dustrial tractors, road machines and in ive simplified the problems of the en- 


dustrial engines are included in the rec 81 RELAYS \ bull tin on — ineer sele ting pumping equipment. The 

ord making list. Performance records ‘hronous motor driven time delav rela lata given in these bulletins permits the 
c - ‘ ( JUS TTit i i t c ¢ lay TCle . . . 

> direct fr wners, and where they bes : : engineer to outline ore a aaa 

are direct from owners, and : has been issued by The R. W. Cramer - igeedls tline preliminary plans, 


; available. maintenance figures have : ee PRE eT ilies: tela acs helps 
are availat le, maintenance fig hav Company, Inc. It covers a new mod nake tentative selection and write speci 
been given. Units from all parts of the f 


: ot relay recently placed on the market 
world are included. 


by this company, featuring its uses, 


79- VALVES— Several newly devel sign, construction, etc. 86- ae Plant , executives 















Q s interested in the most ef- 
oped back-pressure valves are announced ent means o uarding against the 
ped back- : | 82- PIPING MATERIALS— ‘0: ans of guarding against th 
by the Connelly Iron sponge & 1O , te misalionment. of onnected 
: > 7. ; D> sist in the intelligent selection of pipins ie ei ee atts ’ 
ernor Co. in their bulletin No. 301-B-2 >. ma e shafts will find valuable i: 
TI HR | ’ ' : materials for process services, a 5 pa ee? Ltt ee shi 
ie Vp \ ack pressurt¢ Live Ca os . —— , eo Ee 
! ie booklet entitle a Corrosion Resista ; strated ataivg 
Valves and Fittings” has been issued 1 ane | by Farrel-B 
Crane Co. Using the common “stop ar , any, Inc. It explains 1 
i = * + * +] ‘ ] 1 lin ) 
go” colors « red, green, and ora i flexible coupling and de 
this booklet contains eight pages of col 5 l compcnsate tor paralle 
‘ ‘ i lsanmer re “ambir 
ored charts for convenient referet ; anne ent or a combina 
: . bins ‘ ie ae 1otos} 
Nearly 200 chemical solutions used it trating the details ¢ 
process ot manutacturing are ste ; It gives the ay 
here the horizontal lines of chen ‘ , , s, dimensions and 
Sstin eet the ertica co s : = ae , 
metals, colored squares indicate whet 
the solutions and metals are general 
“An ble . 7 eo : ¢ i ] 
ompati ereen), not compatible (r« 87— SPRINGS \ 3 
— ome ‘ veh LC 
or that some corrosion mav be expect ' 1 | ] } 
I 1 Tllas I rat walog otf springs has heen 
without serious results (orang: stat ed the Fort Pitt Spring Com 
il I] arious kinds and types of 
nes manutact red wl ich include e] 
reight truck, equalizing, compres 
l, and helical springs are com- 
letel lealt with in this catalog, alonz 


strations, specifications, calcu 


and other useful tables 
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| wish to re 


88- RECORDING THERMOM.- 


iterature: 
gi ETERS — A 40 page booklet describ 


ceive the followin 


ng a complete line of recording ther- 

eters Eee AT eters 1or every industrial use, has 

kaagcueereye ssi been issued by The Foxboro Company 
Numbers: a ee Oi. Seer lida kall It illustrates more than 70 photographs 
Var ole team 7 { thermometers, their parts and acces 

eee Se gee ees Ser sories, and installation details. Prin 


ae a ples and construction of the Mono 
Name Ieee therm system incorporated in all their 
Company --"""" 


ording thermometers are explained 
Address --° °° 


¢ ail ‘| | € four classes discussed are, 
upor pressure, gas pressure, liquid ex 
metal coil compensation, 
ind 1 expansion with twin-unit com 


1 ( PURCHASING 
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Are you in on the 
POW WON 













HERE'S ANS - mae E 
AUSEFULTIP) = WN pe, 
TO KEEP INMIND ‘\& "oe a 


Here's a fact worth remembering when you're called He has helped save thousands of dollars for hun- 
into a huddle on steel problems. dreds of steel users—and his services are free. Why 
A 'phone call*away from you, ready to lend you _—not include him in your next powwow? Simply 
every assistance. is a competent engineer whose ask for Frasse Technical Service at any office listed 
services cost you nothing. below. 
This Frasse engineer is thoroughly qualified to *—Frasse Technical Service is available in the Middle Atlantic States only. 





help you. He has had years of practical experience 














in the processing and application of mechanical | New Service for Steel Users 
| ” ==) A new series of file cards, containing useful data 
steels. Pe ie a on mechanical steels. Regular file drawer size | 

TEM TRET ne ; 
He's a competent trouble shooter ME tt iT il i —eliminates annoyance of rummaging through 
; di ad a! th Hig” sh catalogs, data charts, handbooks, etc., for infor- | 
—but that’s only half the story. His Mt 1 iss bb li ii! Ti f mation most frequently used. 
; : , i ff Seecaes: sae p i } fi First card, just off the press, shows standard | 
fresh viewpoint often results in lower osaseaivies aa i] ; i fn stainless steel types and analyses. A copy is | 
. ‘ ; tat at ele vihl ours for the asking. Send for it today. 
costs ... increased production . . . im- (SSeeSeeestzs PT . ' ' | 
HI 

proved production efficiency. ~ ) 





Out. AFRASSE and G.Inc. 


FOUNDED 1816 





GRAND STREET AT SIXTH AVENUE, NEW YORK CITY +» STOCKS AT: NEWYORK © PHILADELPHIA ¢ BUFFALO 
JERSEY CITY © SALES OFFICES: HARTFORD © BALTIMORE » ROCHESTER © SYRACUSE + JAMESTOWN 


FRASSE MECHANICAL STEELS INCLUDE: SEAMLESS AND WELDED TUBING + TOOL STEELS + STAINLESS STEELS 
COLD FINISHED BARS + SAE ALLOY STEELS + DRILL ROD + MUSIC WIRE «+ C. R. STRIP AND SHEETS 


L aidice be 


For additional products sce Buyer's Directory, page 121 














89—- SELF-CLOSING CAPS—S «1 i- 
closing dust caps manufactured by Gits 
Bros. Mfg. Co., when installed on the 
booster couplings, keep out undesirable 
elements thus preventing brake trouble. 
The self-closing hinge lid is reenforced 
by a lip attached to the top of the lid, 
adding extra pressure to the gasket seat 
inside, avoiding any leakage 


90- GAUGES— cut time and 
errors by using the tank head gauging 
unit manufactured by the 
Electric. It eliminates expensive, non- 
productive hand gauging, permits in- 
stantaneous gauging of any connected 
tank, at any time, regardless of tem 
perature and weather, eliminates a fire, 
and property damage hazard through 
explosion proof construction. It is truly 
a boon to the oil industry. 


91- VALVES— A 
eliminate 
valves 
ers, 
heaters 


costs, 


Guardian 


book designed to 
the guesswork in specifying 
boil- 


pumps, 


for use in connection with 
turbines, 
related 


diesels, 
equipment, 


engines, 
and 


iS OT- 
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1 wish to receiv 


t 42nd St.. 
e the following liter 


ADVERTISING PaGeS KEMOTED 


© New catalogs and bulletins to keep 
the purchaser informed on industrial 
products. 


ON REQUEST 


fered by Jenkins Bros. It will help 4 
decide that a check valve should g 
here, a gate valve there, and just whicl 
type of valve can be counted on to give 
the best performance in handling steam, 
oil, gas or air. 


92— BEARINGS— 
catalog covering a new 
self-lubricating 


comprehensive 
size listing of 
manufactured 
by Johnson Bronze Company, is being 


bearings 


offered. In addition to listing these sizes, 
part numbers and prices, considerabl 
technical and application data is 
cluded. 


93- SPEED REDUCERS— WV or m- 
helical speed reducers are covered in a 
16-page bulletin issued by the W. A 
Jones Foundry & Machine Co. This type 
of speed reducer was developed for ver 
tical shaft drives for agitators, mixers, 
etc. where a large reduction in speed 

required. Performance on special appl 

cations was so successful that they hav: 
developed a complete line in 15 standard 
ratios ranging from about 40 to 1 t 
approximately 250 to 1, for all the con 

mon motor speeds and horsepower rat 


ings. 


94~- INSTRUMENTS— A 
catalog lists the entire Leeds & Nortl 

rup line of instruments for research and 
for routine testing in laboratory, plant 
and field—standards, galvanometers and 
dynamometers, bridges, 
photometric apparatus, miscellaneous 
apparatus, primary elements, accessor 


60 - page 


potentiometers, 


New York, N. ¥ 





ature: 


ies, supplies, instrument parts. Every 
standard item is briefly described, and 
ost of the principal ones are illus- 


ne j 
rated 


95—- WELDING— A valuable guide to 
welding commonly used metals and al- 
loys has been printed in chart form by 
The Linde Air Products Company, a 
unit of Union Carbide and Carbon Cor- 
poration. Recommended welding meth- 
od, flame adjustment, welding rod, and 
flux for each of the 30 different metals 
ind alloys can be determined at a glance 
referring to this handy outline. 


96—- CONVEYORS— A 48-page book- 
et entitled “Link-Belt Conveyors in 
\merican Industry,” has been published 
by Link-Belt Company. Besides being a 
picture book of many different applica- 
tions of mechanical elevating and con- 
veying equipment for handling both 
and loose bulk materials, the 
contains several pages of statistics. 


97— BRONZE— The bronze manufac- 
tured by the Magnolia Metal Company, 
s die-cast, not cast in sand. 
you will never 


paCKages 


OOK 


This means 
get a bar shot full of tiny 


liamond-hard points of sand that kill 
aluable tools and wear shafts like 
sandpaper. Only this method makes 
SS e the dual heat control—die-heat 
and metal-heat that assures perfect 


ystal-control. 


98— TROPHIES— Profuse and hand 
some illustrations of specially selected 
trophy cups, plaques and shields for all 
types of important events including 
owling, golf, aviation, horse and dog 
shows, track, basketball, baseball, soft 
ball, shooting, etc., are contained in 


1 colorful catalog offered by L. & ( 
Mayers Co. It covers every 


tvne ¢ prize 
€ 
yI ) piize. 


cCOonce ivable 


99- SCREW DRIVERS — The wide 
variety of screw drivers made for in- 
dustrial users by Stanley Tools, is shown 
in an interesting book. Included are 
standard drivers with wood and compo- 
sition handles, drivers and power bits 
for use with Phillips screws, offset driv 
ers, etc 


There is a driver for 


lant job 


every 
100- FILING EQUIPMENT — Loose 
leaf and filing equipment for every rec- 
ord keeping purpose are illustrated and 
described in a catalog published by Tall- 
man, Robbins and Company. It is in- 
dexed for quick reference and includes 
steel files, binders, visible records. ma- 
chine bookkeeping, accountants’ supplies, 
stock forms, etc. 


101- DYNAMOMETERS — The dy- 
namometers manufactured by Taylor 
Sales Co., assure accurate data, econom- 
ical performance, wide range capacity, 
high speed testing, maximum capacity 
and minimum floor space. It eliminates 


costly electrical maintenance fire hazard, 
heavy rotor inertia, frequent adjust- 
ments, and high initial and carrying 


charge costs 
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MORE THAN 
















pie 


DISTRIBUTION POINTS 








SEILER Seite hee 

Texaco distribution point from which atre—a full hour of 
MORE BUSES, MORE Texaco Fuels and Lubricants may be oe — 
BUS LINES, AND quickly delivered to your plant. ae oe . C.S.1 
MORE BUS-MILES These more than 2300 warehousing 


points mean you need carry less stock 
ARE LUBRICATED on hand as you can get what you want 
WITH TEXACO when you want it... promptly. TEMACO 
THAN WITH ANY Phone the nearest Texaco distribution 
OTHER BRAND. point, or write: 

The Texas Company, 135 East 42nd 
Street, New York, N. Y. 


TEXACO fuel and Lubricants 


For additional products see Buyer’s Directory, page 121 
































































Super and General Purpose 


Super Drivers, for self-tapping screws, 
lower the tool cost per thousand screws 
driven, and stand up under severe usage. 
Blades are highly polished and handles 
are of highest quality hardwood with 
deep flutes. 


*“Superloid” Drivers 


These are available with the same blades 
as used on Super and General Purpose 
Drivers. Handles are made of transparent 
amber “Superloid” and are break-proof 
and shock-proof. 


Stubby Drivers 
Designed especially for close quarters 
work, and furnished with Super blades 
or hard-faced Alloy blades. Natural fin- 
ish wood handles deeply fluted. For 


sizes 1 and 2 Phillips screws only. 


Service Drive Bits 





For all makes of assembly Tee handles, 
extension shanks, speeder handles, rat- 
chets, etc., having 44”, 9/32”, 34” or 14” 
square drives. 


Hand Brace Bits 


Hand Brace Bits for all sizes of Phillips 
screws with either Super or General Pur- 
pose blades. All sizes 414” in length. 


Offset or “L” Drivers 


— 


For service and miscellaneous assembly 
work with body diameters of 9/64”, 1”, 
5/16” and %%”; offisets of 1”, 114”, 114” 

_ veepectivel. 


and 13 








Send for Manual and Catalog No. 11. 
Phillips Lic. No. 2, Pats. Nos. 2046837- 


38-40 

The 
APEX MACHINE 
& TOOL COMPANY 


Dayton, Ohio 


For additional products see 


ADVERTISING FAGES REKMOYF} 


ICK BORDEN of the Borden 

Co., New York, who is widely 
known as soniewhat of an authority 
on salesmanship, conducted an “Au- 
topsy of Lost Sales” at the joint 
Purchasing-Sales meeting of the 
New York Association last month. 
Iveryone present was asked to 
think of a specific sale that had 
been lost, for controllable reasons, 
and check against it which one or 
several of nineteen common reasons 
for lost sales (listed on page 73 
were applicable to that case 
Fortunately, the answers from 
salesmen and P.A.’s were kept sep 
arate in the tabulation, for while 
there was no unanimity of opinion 
between the two groups, each group 
was very definite in its own opinion 
of the most prevalent reason. Said 
the salesmen: “Reciprocity or 
friendship.” Said the P.A.’s “The 
salesman talked too much.” It’s all 
in the point of view. Or maybe, 
from the buyer’s angle, reciprocity 
isn’t a “controllable” factor. 


Sometimes, when such a 
wide divergence of opinion ex- 
ists, but with reasonable — 
ment as to the second place, 
there is most truth to be sect 
in that second choice. Said 
the salesmen: ‘‘Confronted 
with a lower quotation by my 
competitor, I didn’t have the 
specific information to prove 
that my product was worth the 
difference in price.” Said the 
P.A.’s: “He didn’t give me 
complete information.” Now 
we seem to be getting some 
where. Salesmanship is edu- 
cation. 


URIOUS to get a specific in 

stance of the salesman who 
talks himself out of an_ order, 
F.O.B. got the following story: The 
purchase order had been made out 
and signed and the salesman had it 
in his pocket. He lingered on, mak 
ing appreciative conversation, when 
the telephone rang. It was a con 
petitor, belatedly making a more at 
tractive proposal. The P.A. re 
marked to the salesman at his des 


Buyer's Director 













PURCHASING 


that he had been lucky to get under 
“Under those circum- 
stances,”’ said the salesman, “I don’t 
think I should accept your order.” 
It’s yours,” the P.A. assured him. 
[ gave you the order and I’m satis 
hed. This is just one of those 
things, it has happened before and 
it will happen again.” ‘‘Neverthe- 
less, | don’t want it,’’ the salesman 
declaimed, and dramatically tossed 
the order back on the desk. Where- 
upon the buyer, feeling no com- 
punction to argue the point and in- 
Sist upon an acceptance, tore up the 
order and placed the business in ac- 
cordance with the better bid. That’s 
the way the story was told, and if 
we're not mistaken it will provide a 
text for plenty of discussion pro 
ind con 


There is a world of signifi- 
cance in the minutes of the 
January 11 meeting of the 
City Commission at Middle- 
town, Ohio. Economy was the 
theme of the meeting, and to 
this end it became necessary to 
pare | lown the salaries of eight 

inicipal officers, three of 
shines by a rather substantial 
amount. But at the same time, 
the Commission voted two sal- 
ary increases—to the Purchas- 
ing Agent and the Fire Chief. 
The Commission apparently 
recognizes the first principle 
ot purchasing—that the way 


to save money is to spend it 
wisely 

& & 
ROM time to time we have had 


to Sper ces the use of 
departmental reports, to keep man- 
agement informed on what the pur- 
chasing department is doing. City 
Purchasing Agent John T. Lane of 
Quincy, Mass., goes us one better 
He has seen to it that regular re- 
ports have gone to the City Coun- 
i] since this city department 
vas established in 1938, but on Feb- 
th he had the Council meet 

in his purchasing office, where he 
d put on a first hand demonstra- 
f the system and clear up any 
which might be raised. 


occasion 


ection 
que ions 
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lf there are any lingering doubts 
that the formal report may be just 
another bit of paper work for the 
files, Mr. Lane’s idea may suggest 
one effective means of putting it 
across to headquarters. 


There are plenty of exam- 
ples of competitive selling, but 
it's rather unusual to find 
competitive buying such as 
was reported last month from 
Cuyahoga County, Ohio. 
Sheriff Martin L. O’Don- 
nell was buying food for 
the County Jail, and P. A. 
Leslie R. Monroe for other 
county institutions, When it 
was discovered by the County 
Commissioners that substan- 
tial discrepancies existed in 
the prices for closely compar- 
able market lists, with bids 
running higher on the Jail 
food, they decided to have 
both officers get quotations 
and buy from the vendor low 
on either list. It took just one 
month to get the lists into line, 
and the February buying was 
done from the Sheriff’s list. 


I. gather from advance con- 
vention notices that Cincin- 
nati, host city for the 25th annual 
meeting of the N.A.P.A., is to be 
known officially as CinciN APA dur- 
ing the first week of June. From 
force of habit, however, the ma- 
jority will probably string along 
with Bill Charity of Rochester, who 
inquires, “Vas you going to Zinzin- 
nati?’ Judging from the difficulty 
of making hotel reservations even 
at this date, the answer seems to be 
YES. 
e s 
One of our pet peeves in the 
matter of sales presentations 
is the approach which starts. 
off with categorical announce- 
ment that the salesman can 
save you 25% (or 10% or 
50% ) on whatever you hap- 
pen to be paying—generally 
with no knowledge whatever 
tf what that price may be. 
Quite aside from the utter 
lack of logic in such a “quo- 
tation” (which, incidentally, 
rarely materializes), it is psy- 
chologically bad in that it be- 
travs a pretty low estimate of 
purchasing intelligence and 
performance. All p.a.’s aren’t 
juite as bad as that, brother. 
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Wiar, 
Weather, 
Waste 





Can PRODUCTS 


Day after day —year after year — wind and sun, rain and 
snow, heat and cold, ae WEARING, WEATHERING and 
WASTING away a large share of the profits of industrial 
America — profits that in many cases might be saved by 
the application of more efficient and longer-lasting build 
ing and maintenance materials, 


CAREY PRODUCTS of Asphalt, Asbestos and Magnesia 
have been serving industry for over 67 years. In the reduc 
tion of maintenance costs of roofs, sidewalls, floors and the 
protection against loss of heat in boilers, piping, tanks, etc. 
these Carey Products have made notable savings for many 
leading industries. To help you check 
profit leaks, we have prepared a book 
that will be mailed upon request. 


THIS BOOK TELLS HOW 
TO REDUCE PROFIT LEAKS 


Guides you in making a complete check 
of your plant from roof to basement . 
tells where to look for waste in powe! 
production and in building maintenance 
. . . how to stop this waste. This book 
should be on the desk of every factory 
executive. It is yours for the asking 
Write Dept. 68 for your copy today 





BUILT-UP and PREPARED ASPHALT ROOFINGS 
ROOF PAINTS, COATINGS, CEMENTS 
HEAT INSULATIONS 
ASBESTOS-CEMENT PRODUCTS 
CORRUGATED SIDING & ROOFING 
INDUSTRIAL FLOORING @ BUILDING INSULATION 
EXPANSION JOINTS @ WATERPROOFING MATERIALS 


To make these money-saving products readily available, a nationwide service a 
distribution organization is at your command. Its experienced personne] will as 
you in solving your maintenance problems. A nearby representative will c 
your request. 








THE PHILIP CAREY COMPANY -: Lockland, Cincinnati, Ohio 


Dependable Products Since 1873 


BRANCHES IN PRINCIPAL CITIES. 


ASPHALT, ASBESTOS AND MAGNESIA PRODUCTS FOR INDUSTRY 








~ re RPEYOY PURCHASING 
ADVERTISING PSGFS REXAUOYVEE 





A salesman that makes 9,000 calls a 
month and gets in to see the purchasing 


agent on every call. That’s 


PURCHASING 


A welcome salesman, too, for 


PURCHASING carries the latest and 





most important news of industrial buy- 


| 
| ing developments, keyed to the interests 
of the purchasing man. 


A salesman breaking all quotas, and 


setting new records every month. Why 
not let PURCHASING work for you? 
Let us give you the details. 


PURCHASING 


Since 1915 the national magazine for purchasing agents 
A CONOVER-MAST PUBLICATION 


205 East 42nd Street New York, N. Y. 
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